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BILL TO PERMIT 
BOMBARDMENT COVER 


Introduced in New York Assembly; 
Has Endorsement of the Insur- 
ance Department 





MEETING OF BROKERS MONDAY 





Insistent Demand for Indemnity on 
Part of Public—Situation 
Up to Thursday 


A bill permitting companies 
to write Bombardment Insurance 
in this State was introduced in 
the New York Legislature yes- 
terday. It has the endorsement 
of the Insurance Department. 


sucoeenenensanerooeenaaet 


The demand for bombardment insur- 
ance became so insistent this week that 
a dozen of the leading brokerage houses 
cl the city, including Benedict & Bene- 
dict and Wilcox, Peck, Brown & Crosby, 
held a South Williain 
Street, and after some discussion about 
the situation retained W. P. Barker to 
represent the brokers before the In- 
if necessary, 


meeting at 3 


surance Department, and, 
before the legislature. Superintendent 
Phillips has granted the brokers a hear- 
ing on Friday at which the merits of 
bombardment insurance will be gone 
into with a view to obtaining from the 
Department a definite ruling on a pre- 
cise state of facts. In the alternative 
of companies not being able to write 
this cover there will be an agreement 
with the Department upon sOme course 
of action with the Department before 
tie legislature so as to enable the 
brokers to place this insurance without 
being subject to the provisions of any 
existing law. 

Developments in the bombardment 
insurance situation this week in part 
follow: 

Counsel for the New York Insurance 
Department made the statement that 
if a bill should be introduced to amend 
Section 110 to permit companies to 
write bombardment insurance the De- 
partment would offer no objection to 
the introduction of such a bill. 

Placed in New Jersey 

Chubb & Son are accepting for the 
Federal in a limited way war risks, in- 
cluding bombardment. These risks are 
Placed through the New Jersey office. 

In regard to the Lloyds’, Leroy A 
Lincoln,-counsel for the New York In- 
surance Department, said to The East- 
ern Underwriter: 

“As to the matter 


y of Lloyds a New 
York newspaper 


inquired of the De- 
(Continued on page 13.) 
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“The Largest Fire Insurance Company in America.” 


THE HOME 


INSURANCE COMPANY 


NEW YORK 





ELBRIDGE G. SNOW, President 





EXPLOSION INSURANCE 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 


tered Mail, Rents, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm. 
STRENGTH REPUTATION SERVICE 


























Established 1809 


North British 
and Mercantile 
Entered United States In surance Co - 


1866 





Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 

by entire fire assets of the company which 

are many times larger. 


























GOLDEN ANNIVERSARY YEAR | 


Join Our Rapidly Growing | 
Agency Ranks 
Attractive Policies to Sell 
Large Annual Dividends 
Low Net Cost 


Good Territory Open 
Apply to 


H. E. ALDRICH, Supt. of Agents 
DES MOINES, IOWA 


EQUITABLE LIFE of IOWA 


1867 1917 
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Editorial OC ee 
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$3. 00 a Yea 


MILLION MORE FOR 
HENRY P. DAVISON 


Harold Pierce, Who Wrote J. P. Mor- 
gan, Gets New Application From 
Latter’s Partner 


; 15c. per Copy 


WILL HAVE $2,000,000 IN ALL 
March Meeting of Life Underwriters’ 
Association of New York an 


Interesting Event 


Harold Pierce, the 
cessful agent of the New 
Philadelphia, is 
that will be exceedingly difficult to fol- 
low. A few weeks ago he secured the 
application of J. Pierpont Morgan for 
$2,500,000. At the dinner of the Life 
Association of New York 
on Tuesday night it was announced that 
ne has just secured another large pol- 
icy, this time on the life of Henry P. 
$1,000,000 


phenomenally suc. 
York Life in 


setting a pace this year 


Underwriters’ 


Davison for 
is one of the partners 
Morgan & Co. Mr. 


Mr. Davison 


in the house of J. P 


Pierce wrote some insurance on him a 
year ago, and when he gets the new 
million he will be carrying more than 


$2,000,000. The new policy is ordinary 
life. 
Born in 1867 
Mr. Davison was born in 
1867. 


Troy, Pa., 
His career follows: 
Astor Place National Bank, 
1891-4; assistant cashier 1894-5, 
1895-8, vice-president 1898-9, 
1899-02, Liberty National 
vice-president First Na- 
tional Bank, 1902; now member of the 
firm of J. P. Morgan & Company; chair- 
man executive committee and director, 
Bank, Bankers Trust 
Company; New York, Susque- 
hanna & Western Railroad, First Secur- 
trustee Stevens Institute 
Hoboken, N. J.; director 
fund commit- 


on June 13, 

Teller, 
M.. Ba 
cashier 
president 
Bank; elected 


Liberty National 
director 


ity Company; 
of Technology, 


and member endowment 


tee, American National Red Cross; 
Knight of Order of the Crown of Italy. 
Clubs: Century, Metropolitan, Union 
League, University, Jeky! Island, Piping 
Rock. 

The full quota on the Morgan insur 


ance has not been filled yet, as it has 
been no easy task to place such a large 
amount, the largest individual policy 
ever written in the United States. 

Inheritance Tax Topic of Next Meeting 

So important is the inheritance tax 
argument to life insurance men that 
the subject has been chosen as the 
tcpic for discussion at the April meet- 
ing of the Life Underwriters’ Associa- 
tion of New York. 

In view of the interest being taken by 
agents generally in the inheritance tax 
law The Eastern Underwriter has se- 
cured from the Mutual Life Insurance 
Company the proposed amendments to 
the Federal Inheritance Tax Law as 
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amended March 3, 1917, the amended ROBBINS HOUSE WARMING 
tax being as follows: . no ais 

Total ~ Entertains Home Life Officers, New 

< om #8 | Great Southern Life Insurance Company | ¥e* Geners!, scents, and inci 
Estate Rate of Tax Tax Tax idual Prod 

$50,000 14%% on first $50,000 $750 $750 vidua roducers 

150,000 3% on next 100,000 3,000 3,750 a] ? . 

250,000 414% on next 100,000 = 4,500 8,250 HOUSTON. TEXAS. To open formally his new agency 
490,000 6% on next 200,000 12,000 = 20,250 
1,000,000 744% on next 550,000 41,250 61,500 offices on the seventh floor front of the 
2,000,000 = 9% on next 1,000,000 90,000 151,500 . : : : 
3,000,000 104% on next 31,000,000 105,000 256,500 éniaiec’ Home Life Building, J. R. Robbins, 
4,000,000 12% on next 1,000,000 120,000 376,500 general agent of the Home Life Insur- 
Waa ae oe meen, See ee verte ance Company, entertained at luncheon 

ally, © 2 ~ JLLe 


18% on all of $5,000,000. 


amounts im excess 
The meeting on Tuesday night, with 
William F. Atkinson, the new president 
in the chair, was one of the best that 
has been held. 
George A. Smith, a half-million dollar 


writer for the New England Mutual 
Life, told what he knew about first 
interviews. J. E. Hall, of the Mutual 


Benefit of Newark, gave his now-famous 
taik on overcoming objections in inter- 
views. Wherever Mr. Hall has gone 
he has attracted favorable attention as 
a new star, and he is in constant de 
mand as a speaker at meetings. A. 
Rushton Allen, of Mellor & Allen, who 
cume to New York from Philadelphia 
about a year ago, made a rattling good 
talk on long-term endowments, and the 
investment feature of life insurance. 

The meeting was given a _ patriotic 
tinge by the introduction and passage 
of resolutions, in favor of compulsory 
military training. 


TO CORRECT ABUSES 
Mearkle Bill in Pennsylvania Legisla- 
ture Following Pension Mutual 
Scandal 
In discussing his bill to regulate com- 
panies, Kepresentative Mearkle, of 

Pennsylvania, said: 

“It provides a specific method for or- 
ganizing these companies and requires 
applications for a sufficient amount of 
insurance with an advance premium at 
once to place the company in such a 
position that it furnish safe pro- 
tection. Under the present laws of 
Pennsylvania one can organize a 
r.utual company without providing any 
adequate protection to the persons who 
become therewith. It 
not prohibit any company operating on 
the cash plan, but when cash policies 
are issued the company is required to 
maintain unearned premium reserve 
sufficient to protect the policyholders, 
and the members holding mutual con- 
tracts are not, tha@refore, liable for 
heavy assessments to pay the losses 
tuat may occur under the cash policies. 


can 


any 


associated does 


“It does not affect any of the mutual 
companies already organized and doing 
business in Pennsylvania, but only such 
ccmpanies as may be hereafter organ- 
ized, although all of our companies are 
given the opportunity in the act to ac- 
cept its provisions and operate under it, 

“This provision does away wit ob- 
jections that might be raised by com- 
panies already licensed and doing busi- 
ness in the State. There have been 
so many failures of mutual companies 
in this State due to the fact of the law 
requirements for organizing these cOm- 
panies under the present law. 

“It also provides for the licensing of 
mutual companies of other States upon 
proper financial showing and _ under 
proper regulations. At present there is 
nc provision in the law for licensing 
any but mutual fire insurance com- 
panies.” 


W. A. DANNER RETIRES 
W. A. Danner, manager for the past 
seven years of the Baltimore agency of 
the Equitable Life of New York, retired 
from the active service of the Company 


on March 15th. C. C. Hazell, agency 
supervisor, will take charge of the 
agency until a ‘new appointment has 


been made. 
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G. H. ROBINSON MEMORIAL 
Testimonial From Those Who Were 
His Confreres for Many Years 


Paid to Journalist 


Insurance newspaper men have sign- 
ed the following which has 
been forwarded to the family of George 


memorial 


Hl. Robinson, the popular’ insurance 
journalist who died in St. Petersburg, 
Kia., last week: 


Whereas, George H. Robinson gave 
the best years of his life to the busi- 
ness of insurance publishing endearing 
himself alike to fellow members of the 
craft and to numberless insurance com- 
pany executives of all branches of the 
business and in all sections of the coun- 
try; and 

Whereas, he was everywhere known 
as a man loyal to his friends, sincere in 
all) his purposes, fair and just in all his 
dealings; a man of many friends and no 


enemies, of great gentleness in his inti- 
mate relations, yet of tried firmness 
and courage in all his thoughts and 
actions; and 

Whereas, His loss is and shall be 
keenly felt by all who knew him and 
who welcomed him wherever he went; 


Be It Therefore 

Resolved: That the representatives 
of the insurance press, ere and now 
present, do record the recognition of 


their loss in the passing of one of their 
most beloved members and do hereby 
express their sorrow to the family of 
the late George H. Robinson and to his 
former associates. 


ALBANY APPOINTMENT 

Edmund D. Northup has been made 
assistant manager of Albany agency 
of the Germania Life. Before entering 
the office as a part-time agent, Mr. 
Northup was a member of the editorial 
staff of the Troy, N. Y., “Record.” He 
is a member of a number of musical 
oi ganizations. 











COOPERATION 


production 


cers. 











larger incomes to our 
qualified representatives. | 








are most effective when 
limited to the real produ- 
Result—fewer con- 
tracts in force, but more 


Phoenix Mutual Life Insurance Company 


No. 1 


UR methods of co- 
operation with our 
representatives in the 


of business 











of Hartford, Conn. 


JOHN M. HOLCOMBE, President 


business secured and 
| 











on Wednesday, between the hours of 
12 and 2 o’clock, the executive officers 
of the Home Life Insurarce Company, 
the (New York general agents of the 
leading life insurance companies, in- 
cluding President Atkinson of the Life 
Underwriters’ Association of New York 
and Vice-President Priddy of the Na- 
tional Association, together ‘with his 
own agents and brokers. 

Mr. Robbins’ agency lead the Home 
Life Insurance Company for the entire 
United States for the first two months 
of this year. 





GERMANIA FIGURES 


Assets for 1916 Show Gain Over 1915 
of $1,213,481—1917 Business 
Splendid 


The fifty-seventh annual statement of 
the Germania Life shows $21,061,000 of 
new paid-for business, a gain of nearly 
$6,000,000 over 1915, and a gain in busi- 
ness in force of $7,875,844, the total in 


force December 31, 1916, being $158,- 
839,852. 
The assets of the Company show a 


gain of $1,213,481, the total now being 
$53,795,043, while there was a saving of 
$511,000 to policyholders on account of 
the favorable mortality experienced, 
namely 61.12 per cent. of the expected, 
as compared to 66.56 per cent. in 1915. 

The new business applied for, up to 
March 26, 1917, amounted to $8,768,868, 
representing a gain of 41 per cent. over 
the same period of 1916 which was the 
most successful year in the Compary’s 
history. 


AMERICAN. CENTRAL LIFE 
The annual statement of the Ameri- 
can Central Life follows: 


Insurance in force .......... $40,456,046 
Including paid-for business only. 
BEE iicccceeegsciasweaguny $5,470,790 


Including only such items as are ad- 
mitted for deposit under the strict 
Indiana law providing for invest- 
ment in entirely non-speculative se- 
curities that may be promptly real- 
ized upon. 

Such items as furniture, fixtures, 


safes, accounts, notes, etc., that 
would be listed as assets in a mer- 
cantile business, but which are 


classed as not fully secured when 
held by an insurance company, are 
listed under the heading of 


Non-admitted assets ............ $29,388 
“Net cash value” of all policies 
Src re $4,721,835 


The law under which the Company 
operates requires that a deposit be 
maintained with the Auditor of the 
State, in certain specified  gilt- 
edged securities sufficient in amount 
to cover this item. , 
OT PR ere tree $5,061,513 
The Company has always main- 
tained a deposit in excess of the 
amount required by this law, as an 
additional security to its policy- 
holders, this amount on deposit De- 
cember 31, 1916. 
Exceeded requirements by 
Total death claims paid 
Total paid policyholders ..... . $4,498,983 


area $339,678 
. . $2,028,780 





A bill in the ‘New York legislature to 
tax every agent $50 a company for @ 
license has stirred life underwriters. 


March 23, 1917. 
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Five Reasons for 
Income Insurance 


VIEWS OF P. M. SMITH, OF THE 
NORTHWESTERN MUTUAL 


Service, Popular Need, Cost of Main- 
taining Income, Unforeseen and 
Unknown Contingencies, Saving 


At a Northwestern Mutual Life 
agency meeting in West Virginia, a 
prize was offered for the best paper on 
the subject “Income Insurance.” The 
papers submitted were so uniformly ex- 
cellent that it was a matter of consider- 
able difficulty to decide upon the win- 
ner of the contest. The following, 
however, offered by Mr. P. M. Smith, 
so completely covered the subject thai 
ii was given first place, and is quoted 
herewith on account of its undoubted 
interest to the entire agency force: 

“Time itself, and time alone, will 
reveal the true significance of this sub- 
ject we are discussing today—a subject 
which, with such marvelous strides, has 
attained its place of paramount im- 
portance in our life insurance contract 
and which has, with comparative late- 
ness, achieved so great a degree of 
prominence in the life insurance world. 
While it is given to us now only to 
record its past worth and to add a 
prophecy of its broadened and enlarged 
usefulness in the future, still the fact 
seems to shine out brighter each day 
that as the great wheel of time con- 
tinues to revolve, the imprint of ef- 
ficient service rendered to _ society 
through this medium of income insur- 
ance will be stamped plainer and 
plainer on the path of life insurance 
progress. 

“Why then has income insurance at- 
tained this place of prominence in our 
life insurance activities? Surely there 
must be good reasons for its increasing 
popularity, and certainly it can be well 
explained why it pays a group of 
agents representing one great Company 
thus to spend their time discussing this 
one feature of modern life insurance. 
Briefly some of the more important 
factors entering into such an explana- 
tion may be summed up in the follow- 
ing form: 

“First: Income insurance embodies 
the very essence of life insurance 
service. A part of an old legend con- 
tains this sentence, ‘Nothing will live 
permanently unless it is of benefit to 
the race.’ Surely our great life com- 
panies have established their clear title 
to permanent life, for who can conceive 
of any institution of any character 
which is of greater value to the race, 
in meeting its obligations and carrying 
out its contracts, than a purely mutual 
life company? But we do not stop 
with that any more. We are selling a 
form of insurance which gives our pol- 
icyholder the benefit of every service 


of which pure mutuality can conceive 
—extending these obligations into the 
years ahead, beyond the time of the in- 
sured and first beneficiary; carrying 
out, as it were, his fondest desires; pro- 
viding for the rearing and education 
of his children; guaranteeing the safety 
and comfort of an invalid wife, or de- 
pendent sister; providing for the most 
personal or private requirement; be- 
coming, in short, a veritable executor 
of his will, and an administrator of his 
most particular and ofttimes sacred 
purposes; yea, and years later, as a 
matter of course and duty, without 
friction, and with a minimum of ex- 
pense, rendering an account to those 
legally interested for not only every 
talent left in its keeping but every tal- 
ent improved, even ten fold. This is 
income insurance and this is, we think, 
the very acme of such service. 

“Second: Income insurance meets a 
popular need for both the wealthy man 
and the middle man. Men of wealth 
find in its medium a happy solution to 
their problem of obtaining satisfactory 
investments for their income, embody- 
ing the element of absolute certainty 
and at the same time guaranteeing the 
future of those dependent upon them. 
But just as truly is it our duty to tell 
the story of income insurance to the 
three, the five, and the ten thousand 
dollar policyholder. Just as surely will 
this same wise adjustment of his estate 
yield the proportionate extension of 
joy and comfort to the family of lim- 
ited income. Let us not Overlook this 
duty to the small policyholder. 

“Third: The cost of maintaining 
such an income is reduced to the mini- 
mum. For exactly the same reason 
that a man could not afford to carry 
his own or a limited number of life 
risks he cannot afford to seek promiscu- 
ously investments yielding twenty-five, 
fifty, or one hundred dollars per month 
incomes. By aligning himself with a 
great institution, built on the bed rock 
otf conservatism and security, he does an 
unheard of thing—with a mutual life 
insurance premium he buys not only 
the favorable mortality and low ex- 
pense ratio to which he is entitled, but, 
behold! he purchases the disposal of a 
most expert loan department together 
with a corps of legal advisers unex- 
celled in America. 

“Fourth: And this is perhaps the 
most important of all. Income insur- 
ance adjusts itself to unforeseen and un- 
known contingencies. This is its pur- 
pose. With dispatch and certainty a 
sure income fits itself into the new ad- 
justment of the family scheme and 
thereby lengthens the burdens necess!- 
tated by the unexpected disaster—a 
second disaster ofttimes being averted 
from the very fact that a sorrowing 
widow is not compelled to seek invest- 
ments for a sum of money greater than 
she was ever permitted to see before in 
her life. 

“Fifth: Income insurance is an eco- 
nomic saving to society and has there- 
fore proved its permanence as an in- 
stitution of life insurance. This is true 


because a negligible quantity of such 
incomes are squandered. They are 
mainly used for the sustenance of life. 
How untrue of large death claim pay- 
ments. Only men in our business 
properly realize the seriousness of this 

a fact which adds to our responsibil- 
ity to preach income from the house 
tops and in the market places. 

“Then for the agent this feature holds 
particular and definite value. Income 
insurance marks out at once a clear 
means of approach to eight out of ten 
prospects, because it reduces the argu- 
ment immediately to service rather 
than cost. Life solicitors are just be- 
ginning to realize that the factor of 
cost is of minor importance in their 
work, and that men, with sufficient de- 
sire, nowadays, will have an article no 
matter what the cost. Great possibili- 
ties of efficient soliciting lie in the 
adept use of this feature of our con- 
tract in interesting all classes of men. 
This is particularly true with the smug 
man of middle age who placidly thinks 
he is done with buying life insurance. 
Some of the best deals of the past few 
vears have been placed on the income 
basis on the lives of just such men.” 





WAR CLAUSE 
Once Policy is Issued it Has No Re- 
strictions Except Those Printed 
in Policy 

New York Life agents have had in- 
quiries from agents regarding Question 5 
in military-naval blank. Some have asked 
wether if Question 5 is answered 
“Yes” and policy is issued without war 
clause, the company can later put a 
war clause in the policy. The answer is 
“No.” Once a policy is issued by the 
New York Life, the policy is free of re- 
strictions, save those printed in the 
policy. If there is no war clause in the 
policy as issued none can be put in 
later. 

It is true that the policy is contest 
able for two years, should the applicant 
misstate facts in filling out the military- 
noval blank, or in any other part of his 
application. The company would then 
heve the right to rescind or contest the 
contract during the first two vears. If, 
on the other hand, the questions were 
al! answered correctly, and the policy 
issued without a war clause, the insured 
is completely protected, even though he 
mav later be engaged in warfare. 

The sole object of Question 5 is to 
save the agent the necessity of getting 
an amendment, should a war clause be 
rut in the policy. As a rule, where the 
first four questions are answered “No,” 
the war clause will not be inserted. In 
that event. if the applicant objects to 
answering “Yes” to Question 5, he can 
cross the question out, or answer “No.” 
Should the policy be issued without a 
war clause. no amendment is necessary; 
but should a war clause be inserted, 
then if Question 5 has not been answer- 
ed “Yes.” an amendment will be re- 
auired before the policy can be deliver 
ed. 


New Group Manager 
of The Prudential 


E. S. ANDREWS HAS HAD LONG 
INSURANCE EXPERIENCE 








Former Manager of Atlantic Division, 
Ordinary Agencies, and a Student 
of Life Insurance 





The new Group Insurance Depart- 
ment of The Prudential is meeting with 
A number of groups are be- 
ing written, employes being insured in 
amounts from $250 to $3,000 each. 

The Prudential has appointed as 
manager of the Group Insurance De- 
partment, Edward S. Andrews, who has 


Success. 





EK. 8S. ANDREWS 


had a long and successful career with 
the Company. He was formerly man- 
ager of the Atlantic Division, Ordinary 
Agencies. A student of the business, 
he has a fine conception of the possi- 
bilities and importance of group insur- 
ance, 

In discussing the appointment The 
Prudential says, “We feel that it is 
unnecessary to bespeak for Mr. An- 
drews the hearty co-operation of every 
man in the field in the making of this 
department another pronounced Pru- 
dential success.” 

DISABILITY FOR WOMEN 

The New York Life announces that 
disability benefits will be offered to 
women, single or married, who are self- 
supporting and are, therefore, depend- 
ent solely on their own unaided efforts 
for a livelihood. 
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[NDUSTRIAL CONCERNS throughout the land are proving the patriot- 
ism of business by insuring entire staffs of employees. 
will lend a hand—make it easy for firms to insure their workers. 


Family insurance has placed America First in Life Insurance, and Group Insurance 


will help to keep it there. 


The Prudential has a fine Group plan. 


Send for brief, forceful, descriptive circular. 


that has tried it. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Incorporated Under the Laws of the State of New Jersey 
Home Office: NEWARK, N. J. 


FORREST F. DRYDEN, President 














Group Insurance is endorsed by every concern 
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Praise for the 
Northwestern National 





REPORT OF INSURANCE DEPART- 
MENT OF MINNESOTA 


Interests of Policyholders Safely and 
Properly Safeguarded, Says Com- 
missioner After Examination 


The Insurance Department of Minne- 
sota has completed its examination of 
the Northwestern National. In mailing 
the report the Commissioner said: “The 
condition shown by this report will, no 
doubt, be gratifying to the officers and 
policyholders of the Company.” These 
are some extracts from the report: 

“This examination is made as of 
December 31, 1916, and consists of a 
verification of its last annual statement 
as well as a review of its transactions 
for the year 1916. 

“For the purpose of this examination 
I have obtained a valuation of the 
ground, exclusive of buildings, (home 
office property) and from such valuation 
there still remains an excess in market 
value over book value amounting to 
$190,000, which is not considered in this 
report. 

Loans Carefully Examined 

“The loans were carefully examined 
and as a result I am of the opinion that 
the Company is amply protected. It is 
evident that the Company applies good 
and conservative judgment in this de- 
partment. The records are complete 
in every detail. 

“The Company is voluntarily carrying 
as a liability the sum of $100,000 to 
cover any future contingencies. The 
uvassigned fund (surplus) as deter- 
mined by this examination is $1,538.34, 
in excess of the surplus as claimed by 
the Company. 

“The result of this examination shows 
that the affairs of the Company are be- 
ing efficiently conducted. There is an 
evident desire on the part of the officers 
to at all times safeguard and properly 
conserve the interest of its policyhold- 
ers. During recent years it has made 
marked progress and at this time the 
condition is most satisfactory. The 
books and records in all departments 
were found well kept.” 


NOTES AND COLLECTIONS 


Use “Safety First” in Other Than Cash 
Transactions, Says G. Leslie 
Davis 





G. Leslie Davis, assistant cashier of 
the home office agency of the 
Mutual, in the March 15th number of 
“Pointers,” gave the following advice 
to agents on notes and collections: 


“When a case is to be other than a 
cash transaction a good deal of care 
should be exercised in extending credit 
to your prospect or policyholder to be. 
Keep in mind that your business is not 
a ‘fly by night’ proposition but one of 
the really big businesses of the world. 
Credit in our business is as great a 
factor as in any other mercantile line. 

“If a man is not a good prospect for 
credit, he is not a good risk for life 
insurance. In allowing a man time in 
which to meet his initial premium,» 
which is often necessary, I find that a 
man who has made a partial payment 
even though it be a small amount, is 
more likely to meet his note when due 
than one who has not. 

“When a note is taken for the full, 
or a major portion of the premium, it 
is good policy to have it payable in a 
series of payments such as thirds, due 
in thirty, sixty, and ninety days, rather 
than the full amount in sixty days. In 
the event of the first installment not 
being met, you then have little time to 
devote to the case before cancellation 


Pacifie 


is necessary, while under the longer 
time agreement it is a question of the 
payment of the note when due or a 
cancellation. 

“When cancellation is necessary your 
time has been wasted, you are out a 
cancellation fee and considerable valu- 
able time (which could have been de- 
voted to business of a more lucrative 
neture). The company is out consider- 
able, over and above the nominal fee 
charged for cancellation, the insured 
has had protection he was not entitled 
to, and in not a few cases you have 
spoiled a man for the next fellow. 

“These views are all from the first 
year standpoint, but as statistics will 
prove, they have a vital bearing on the 
continuation of the contract, as the 
second and succeeding year’s premiums 
become due. This is a condition all 
companies are striving to better.” 


BUCKNER ON WEEKS 

Tribute to Actuary Who Has 

Half a Century With New 
York Life 


Spent 


Thomas A. Buckner, vice-president of 
the New York Life, pays the following 
tribute to Rufus W. Weeks, who has 
rounded out half a century of service 
with that Company: 

“Mr. Weeks was born in Newark, N. 
J., August 11, 1846. His father was an 
accomplished mathematician, for many 
years connected with the actuary de- 
partment of the Mutual Benefit Life In- 
surance Company of New Jersey. The 
boy evidently inherited a mathematical 
turn of mind, for on the completion of 
his education he entered the service of 
the New York Life and _ goon _ be- 
came so proficient that on the deat’ of 
P. S. Lincoln, the Company’s mathema- 
tician, Mr. Weeks was appointed to the 
position. In 1885 he was made actuary, 
and later vice-president. 

“While only a clerk he devised a 
fermula for calculating the premiums 
on a return premium endowment policy, 
a feat in which the veteran life insur- 
ance expert, Elizur Wright, expressed 
gieat interest. Mr. Weeks took an act- 
ive part in the formation of the Amer- 
ican Society of Actuaries of which he 
is a charter member, and was its presi- 
dent in 1905-6. He is also an associate 
of the Institute of Actuaries of Great 
Pritain, and is corresponding member 
of the French Institute of Actuaries. In 
1900 he was appointed official delegate 
of the United States Government to the 
International Congress of Actuaries that 
was held in Paris under the auspices 
cf the Exposition, an honor that was a 
mark of distinction. Mr. Weeks is per- 
fectly at home in all the mathematical 
realm of life insurance and his papers 





ov insurance and allied topics are 
nodels of cogent reasoning and lucid 
expression. While one of the most 


modest and retiring of men, he easily 
becomes enthusiastic in defence of a 
principle, or in treating of the human- 
iturian aspects of life insurance.” 


BANKERS LIFE TO MOVE 
Des Moines Company Leases 
Floors in New Building Because 
of Growth 


The Bankers Life Company of 
Moines has leased six floors of the new 
Valley National Bank Building at the 
corner of Fourth and Walnut streets, 
and will move to the new location July 
1; or as soon as the bank block is 
completed. The new location will give 
the Bankers 60,000 feet of floor space. 

The Bankers Life lease is for a term 
of ten years. This means that the Com- 
pany will not build a home office build- 
ing on its property on Fifth street as 
was planned prior to the action of the 
city in establishing a 2 per cent. grade 
on that thoroughfare. This will make 
a cut twenty-seven feet deep in front 
of the proposed site. 


Six 


Des 














R. M. SIMONS, Genl. Ast. 
HOME LIFE INSURANCE CO. 


Is giving splendid SERVICE to Life Insurance Agents and Brokers at 
his new offices, 115 Broadway, New York. Any one of Twenty efficient 
examiners subject to call. Mr. Simons gives his individual service and 
attention to all cases, and they go through in record time. 


QUICK ACTION MEANS MONEY TO YOU. 
WHY DON’T YOU GET IN TOUCH WITH HIM? 
PHONE RECTOR 4287 











THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 






Sentriat— 
E INSURANCE COM 
MASSACHUSETTS 


OF GOSTON 


WILLIAM N. COMPTON, General Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, N. Y. 











Men with ambition and ability, who represent this Company, now in 
its SEVENTY-THIRD YEAR, become business counsellors and profes- 
sional insurance advisers. 

An honorable record of SEVENTY-THREE YEARS gives our repre- 
sentatives great prestige with the insuring public. 

Additions are made to our agency force when the right men are found. 


STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 
B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Inspector of Agencies 








Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








We don’t contract with poor men. 

We give a new man our attention until he is 
started. 

We make our men make good. 

Why don’t you work for us? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 











L. D. Clancy 
Secretary 


J. C. Humes 
President 
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“ENDURING AS THE-PYRAMIDS”™ 4-4 
Reserve Company 


Can You Prove It? 
INDIANA 


Indianapolis, Ind. 


A Legal 


Are You a Big Producer? 
ONE GENERAL AGENT WANTED IN 


Home Office: Fletcher Trust Bldg., 
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The interesting papers read at the Mid- 
IVest agency meeting of the Massachu- 
setts Mutual Life at Chicago are repro- 
duced from the valuable agency paper of 
that Company, “The Radiator.” 


Installment Options of 
Massachusetts Mutual 


DISCUSSED BY FRITZ A. LICHTEN- 
BERG, COLUMBUS, O. 


How Options Fit Individual Cases— 
Appeal to Family Pride and 
Desire to Protect 


Many times I have approached a pol- 
prospective 
policyholder, and asked him, ‘Mr. 
Johnson, if you died, what would your 
with that $5,000 or $10,000?” 
and he says (pray excuse the exclama- 
tion, but it’s true to life), “Hell, I don’t 
and the pitiful truth is that they 
don’t know, and they don’t think and 
they won’t think until*you or I come 
along and talk to them about it. And 
you may have to talk, not once or twice, 
but several times, because they will pro- 
crastinate about tying up the proceeds 
they 
about taking the insurance. 

Now, 


is married 


icyholder of mine, or a 


wife do 


know” 


almost as much as procrastinate 
man who 
and $2,000 
to $10,000 worth of insurance. Let 
that the minimum amount 


month a woman can live on is $50, and 


to the 
from 


I’m referring 


can carry 
us 
assume per 
let us see what can be done to provide 


that amount. 


Option A 

Take your Option “A.” 
case Of a mechanic who can only afford 
premium for $2,000, say on the ordinary 
Suggest to him leaving this 
at $50 per month as long as it will last, 


Suppose the 


life plan. 


which at 3 per cent. would last about 
12 months, or 3% years. What is the 
pyschological effect on him?—can’t he 


see how his wife, who is accustomed to 
the weekly or check 
which the necessities 
of living during his lifetime, and who 
has had but little experience, if any, in 
handling money, will much more likely 
be able to face the cold world knowing 
that, for a certain period, that much 
money will come to her in any event, 
and this income limited, for a few years 
Will afford her the opportunity to equip 
herself for the future? 
Option B 
Option “B.” Take the case of a man 
able to carry $5,000 now, and with pros- 
pects of increasing this amount as the 
years roll around. 


receive monthly 


with to pay for 


Show him a little table, which prob- 
ably many of you have pasted in your 
rete book, telling him that if he had $5.,- 
-00 worth of insurance, his $50 per 
month would last 10 years. 


But you say, “Oh, ten years is too 
short Right, I grant you that—it is 
Short, and because your client and 


lriend realizes that it is short, it helps 
him to see how little provision he has 
really made—and helps you to point out 
to him how, as his income increases, 
he can graduaily increase the total 
amount of his protection and thus in- 
crease the number of years the protec- 
tion is to continue. For instance: 

If $50 per month would last 15 yrs. 
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$5,000 he could leave 120 instal. of $48.08 10 yrs. 


6,000 144 49.45 12 
7,000 “ - 168 50.83 14 
8,000 “ i 192 52.25 16 
9,000 216 53.68 18 “ 
10,000 240 55.14 20 “ 


Then, too, you find that this man loves 
his wife and daughter, but his wife’s 
relatives—well, “Really, I didn’t marry 
her family.” Suggest to that man Op- 
tion “B,” proceeds to be payable to his 
wife for 20 years or longer, if possible; 
then, if she dies before she lives to re- 
ceive them all, have the balance paid 
to her daughter, and then if there are 
still some unpaid, have the balance com- 
muted and paid in one sum to his es- 
tate. Result, his wife’s relatives are 
not included, but his side of the family 
is well provided for. And remember to 
specify correctly that the balance, if 
any, goes to his estate, because the pol- 
icy provides that at the death of the 
last surviving beneficiary occurring sub- 
sequently to the death of the insured, 
any balance unpaid under Option “A” 
will be paid in one sum to the execu- 
tors, administrators, or assigns of the 
said beneficiary, and any installments 
under Option “B,” or any stipulated in- 
stallments under Option “C,” then re- 
maining unpaid will be commuted upon 
the basis of 3 per cent. compound inter- 
est per annum, and paid in one sum in 


like manner. Of course, you under 
stand, a contingent beneficiary can be 
named to receive any unpaid install 
ments. 

The Pride of Parenthood 


Another suggestion. Fathers are 
proud of their children, and want them 
to have their share, if there is any left, 
in the proceeds of the policy after the 
wife has been protected. And I have 
known of a man so arranging the pay- 
ments of the proceeds of his policy that 
his wife wouid receive the installments 
during her lifetime so long as she re 
mained unmarried, but that as soon as 
she remarried the unpaid installments 
would be paid over to his daughter, or, 
in case of his wife’s death, any unpaid 
installment would go to his daughter 
and then to his estate. 


Option C 

And as we enlarge on the possibilities 
of this method of payment of proceeds, 
our friend raises the question as to why 
he cannot make those proceeds payable 
for life, and we then show him the re- 
sults under Option “C,” and again he 
realizes that at present he is unable to 
create a sufficient insurance fund to 
have the proceeds payable for life, and 
his mind and thoughts look forward to 
the time when he can increase this 
amount of insurance so as to provide 
payments continuous during life. 

And when that time comes isn’t it log- 
ical, if you are alive in more senses 
than one, that he will want to do busi- 





Perfect Protection Policy 
RELIANCE LIFE 


gives you somethin absolutely new 
and different to talk to your pros- 


pects. Gives you a chance to earn 
more money than you are now 
making. 


Our Life Insurance Contracts con- 
tain the a? to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


E WILL TELL 
RTE AE BOUT OURSELVES 
Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANE BUILDING 
PITTSBURGH, PENNSYLVANIA 





are higher this year than ever before. 

attractive Accident and Health Policies 

have helped them to make more money. 
Write for a LIFE, ACCIDENT AND HEALTH Contract to 


FRANK A. WESLEY 


Vice-President and Director of Agencies 


THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 


OF PITTSBURGH .. .. 


Our 








W.D. Wyman, President 





New policies with modern provisions 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


Attractive literature 


W.S. Weld, Supt. of Agencies 





ness with you, who first started him on 
the income plan, and then showed him 
that you were not merely an insurance 
peddler, but an insurance service giver? 

Excellent tables were printed some 
time ago in our paper “The Radiator,” 
sowing how much insurance a man had 
to apply for in order to produce an in 


come for life. Under this option, “C,” 
your client can provide an income for 
lite, the amount depending on the age of 


the beneficiary at the time of the death 


of the insured. This option will, of 
course, require more insurance to be 
applied for to produce an income for 
life, than where the income is only 


limited to 10 or 20 years, but to the man 
who can afford to put sufficient money 
into insurance to create a life estate to 
his wife, payable monthly, this option 
presents another possibility. 

Referring to this option, we find that 





Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
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Assets 
Liabilities 
Capital and Surplus 
Insurance in Force 
Payments to Policyholders since Organization 








Is Paying its Policyholders over............ ; 


ORGANIZED 1871 
Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
OLDEST, LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1916: 


$14,464,552.23 
12,436,717.56 
2,027 ,834.67 
118,349,212.00 
18,119,172.50 


iudbannceceddauexessbunsnned $1,300,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 
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there are 10, 15, 20, or 25 stipulated in- 
stallments guaranteed in any event, 
whether the beneficiary lives to receive 


them or not, but the income has to be 
paid durjng the lifetime of the benefi- 
ciary. Suppose you have a man who 
has a wife, age 34, and wishes to pro- 


vide an income of $100 per month. By 
referring to this table in “The Radia- 
tor,” you will see that he will have to 
apply for $25,733 worth of insurance, 
this being the amount necessary to pro- 
duce $106 income, with 240 payments 
guaranteed, if the insured were to die 
at once. If, however, death did not oc 
cur for five years, his wife would then 
be 39, and at the necessary 
amount of insurance to produce $100 
per month would be only $24,582, so that 
the company could, if he so desired, pay 
an initial payment of the difference be 
tween $24,582 and $25,733, namely $1, 
351 to the beneficiary, or to a contin 
gent beneficiary, or to the estate of the 
insured, and then pay the $100 per 
month to the original beneficiary. If 
the insured had no children, and his 
enly care wa that his wife should 
receive this income during her lifetime, 
and he did not mind what happened to 
the money after her death, he could take 
Option “C,” with 120 payments guaran 
teed, and with the beneficiary the same 
age, he would only have to apply for 
$24,701 worth of insurance. This option 
can be used very readily with bachelors 
or single women, using the endowment 
plan, and applying for the amount of 
insurance necessary to create $100 a 
month according to the age attained by 
the insured when the endowment ma 
tured, 


Qua ‘24 
age od 


Option D 
Option “D"” provides for the holding 
of the proceeds intact, and the payment 


of interest thereon, at such a rate (not 
less than 3 per cent.) as may be deter- 
mined by the directors, the first inter 


est payment to be made one year from 
the receipt of due proof of the death of 


the insured, the principal sum to be 
paid at such time as may be agreed 


upon in the election of the option. Un- 
der this plan I have known of a man 
leaving the face of the policy (generally 
a large amount) with the company, the 
which is to be paid to his 
wife during her lifetime; at her death, 
the interest is to be paid to his chil 
dren, and as soon as they reach a stipu 
lated age, defined by the insured, the 
company is to pay the face of the pol 
icy to them. This option is naturally 
more used by those who can carry a 
large amount of insurance, but more 
and more men are realizing that “Safety 
First” in leaving some of their money 
is a good slogan to remember, and they 
turn to life insurance for that purpose. 


interest on 


Resume 
There are three points in reference to 
all these four options which are com 


mon to each of them: 
1. The beneficiary, if he or she so 
desires it, can select any of these op- 


tions when the settlement is made; but 
| believe the experience of most under- 
writers is that he or she will not select 
an option. The large lump sum looks 
too attractive, and the rate of interest, 
as a rule, appears too small, and we 
hear the exclamation so frequently, “Oh, 
well, I can earn more interest than that 
out of the proceeds.” 

2. The insured, with the assent of the 
assignee, if any, can at any time change 
any of these options to suit the circum- 
stances as they arise. 

3. This point which is also common 
to all the options is one which should 
not be overlooked in presenting these 
options,—the interest earnings. As you 
well know, the company is now allow- 
ing an extra 1% per cent. on money 
left with it when the proceeds are be- 


ing paid out in installments; the cal- 
culations, as presented in the policy, be- 
ing made on the basis of only 3 per 
cent. interest. These interest dividends 


are derived from surplus interest over 
the assumed rate on the unpaid balance 
of the installment funds. Under op- 


AM ¢ 


tions “A” and “D” 3 per cent. interest 
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Combining Old 
Policies With New 


TRUTHS ABOUT SQUAN- 

OF ESTATES 

How to Protect Widows and Others— 
Views of a Cincinnati Insurance 


PLAIN 
DERING 





Man 
By Laurence Witten, Manager Massachusetts 
Mutual, Cincinnati 


Several thousand dollars suddenly 
piaced in the hands of a woman un- 
used to handling money may represent 
untold wealth to her, with the result 
that it will be squandered in a short 
while. I know of one widow whose 
husband literally worked himself to 
death to maintain her and leave her 
$5,000 life insurance in one sum. She 
immediately bought a Chalmers and a 
grand piano, and to-day she is on the 
streets. 

Kive years ago a young man in Bay 
City, Michigan, cleaned up on the mar- 
ket. He took $50,000 insurance pay- 
able in one sum and paid three pre- 
miums in advance, and two summers 
later 4e was drowned in Lake Huron. 
His widow took the $50,000—it was all 
he left-—-went to the Pacific Coast and 
was flimflammed into buying a string 
of movies. She lived at a fast gait, 
lost all she had, and is now trying to 
sing in a cheap cabaret on the Barbary 
Coast. 

Watch Interest of Old Policyholders 

There are numbers of cases just as 
pitiful, and I therefore believe that it 
is our duty to look so carefully after 
the interests of old policyholders, or 
clients who have insurance in other 
companies, as to see just what will be 
a manner of settlement most suitable 
io their respective cases. 

There are perhaps more 
needs for different forms of policies 
than it would be wise to write, and 
whereas the payment of the proceeds 
of a policy under Option “D” is a splen- 
did arrangement for a widow with sev- 
eral children, Option “C” would be 
far more advantageous to a middle- 
aced unmarried sister of a pOlicyhold- 
er who had no other relatives in the 
world. In other words, the thing you 
have got to do with life insurance pol- 
icies is to arrange for the proceeds t9 
he paid to the beneficiary, in the form 
of the largest possible ine»me, continu- 


different 


ing for the longest possible time, or 
for life. 
The Case of Mr. X 
Suppose, for instance, that yOu are 
Yanded the Age Change Card of Mr. 


X. You observe that Mr. X is 37 years 
old, carrying $3,000 life insurance, and 
is a hardware merchant. Before you 
call on Mr. X, your investigation leads 
you to believe that he is making about 
$2,500 a year out of his business. If 
you have not been able to learn it from 
some other source, you find, when you 
interview him, that he has no cther 
insurance, that his wife is 33, his little 
gzirl is 10, and the boy is 8. What are 
you going to do for Mr. X? He tells 
you that he has not felt that he is 
able to carry additional insurance, as 
the cost of living exhausts nearly all 


of his income. You also will be ab'e 
to draw from him that his business 
would pay practically nothing in the 


is guaranteed; any interest allowed in 
excess of 3 per cent. will increase the 
number of payments under option “A” 
and the income under option “D.” All 
calculations in connection with options 
“B” and “C” are based on 3 per cent. 
interest, and interest at this rate must 
be added each year to the balance of 
the installment money in order to meet 
the installment payments as they fall 
due. Any dividend derived from sur- 
plus interest over this rate is added to 
the current installment. 

Remember this: The public is expect- 
ing us to help them to solve these 
problems. 


event of his death, and you ask him 
how in the name of heaven three of his 
family can get by if the income is 
stopped, when it is so difficult for four 
of them to make both ends meet while 
he is still there to turn in the income. 

Then suppose you say: “Mr. X, you 
have $3,000 insurance with us that you 
have been carrying for 12 years. Your 
gross premium is only about $60 per 
year, or $5 per month. Would you be 
willing to figure everything else a little 
closer and add about $20 per month to 
it, if you knew that in the event of 
your death your wife would receive 
$80 per month for 15 years, which would 
put the children to such an age that 
they could be self-sustaining and 
support her? It is figured, Mr. X, that 
a woman and two children can get by, 
if they practice the most rigid economy, 
cn $20 per week. The plan that I sug- 
gest will furnish some ready money for 
them at the time of your death, and 
will assure them less than one-half of 
your present income for 15 years.” 

$80 a Month for 15 Years 

My point is this: You are actually 
making use of the old policy Mr. X has, 
rather than leaving it to be dissipated 
either by foolish investment Or unwise 
expenditures, and you are making it 
necessary for him to take only $9,000 
additional to give Mrs. X $360 when he 
dies and $80 per month for 15 years. 

I can fully appreciate the fact that 
15 years is not long enough, but under 
the circumstances, it is perhaps the 
best you can do. Of course, you could 
use $7,275 to give her $50 per month 
for 15 years, and the balance to be 
placed under Option “D,” with the 
daughter as second beneficiary, to give 
the mother a small income as long as 
she lives. I think that in such a case 
it is considerably easier to show Mr. X 
how he can add only a little bit more 
to his insurance investment and make 
it really worth while, rather than carry 
oily a policy which will do very little 
goed, 

The Case of Mr. Y 

You also find among the cards given 
ycu that of Mr. Y, who is 40 years old, 
and who carries a $5,000 Twenty Pay- 
ment Life, taken at age 35, the divi- 
dends having been left to accumulate. 
You learn that Mr. Y is a bachelor, and 
think perhaps that it will be very hard 
tu interest nim in additional insura ce 
If you investigate the case, however, 
you will find that Mr. Y has a sister 
who is teaching in the High School, 
and that they are caring for a niece 
ten years old. You learn that Mr. Y’s 
law practice is a very good one, al- 
though he is not considered a man of 
wealth. 

You go to him and say: “Mr. Y, how 
lucrative will your practice be when 
you are 70? At what age will your 
sister be compelled to retire from her 
position in the High School? You have 
a niece ten years old for whom you are 


caring; do you expect to stop doing 
your part to take care of her when 
you die?” 

Mr. Y may think you are rather 


impertinent, but if you ask him those 
questions I guarantee that you get his 
attention. Following up this line, you 
can show him that his $5,000 Twenty 
(Continued on page 7) 








An Office doing business in Eastern 
Pennsylvania could use a good Life 
Insurance Company in this territory. 


Address “KEYSTONE” 
Care of The Eastern Underwriter 


105 William Street, New York, N. Y. 








Gist SO 


S10¢ my 


GREATEST 


ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 














E have room just now for two or 

three good men—not the Million 

Dollar producer who takes it out 
in talk, but the man who can average 
$100,000 of personal business, plus ex- 
perience in appointing and working 
with agents. Men who become val- 
uable to this Company grow in value 
to themselves. We cannot guarantee 
your success, but we will give you a 
real opportunity, then it’s up to you. 
Would you like to hear about it 
further? 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


HOWARD S. SUTPHEN 
Vice-President & Manager of Agencies 
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: An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 

















FOUNDED 1865 
Unexcelled In Favorable Mortality 


and Economy 


The Provident Life and Trust Company 
OF PHILADELPHIA 

Rates of Premium Extremely Low and still further reduced 
by Annual Dividends 
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ARTHUR HUNTER 
ON DISABILITY 


Wisconsin Department 
Hearing 


Remarks at 





The commissions on the disability 
premiums are exactly the same _ per- 
on the parent policy. If 
the commission on the parent policy is 
thirty-five per cent. without disability 
benefits, we pay thirty-five per cent. on 
the premium for disability benefits. 

Commissioner Cleary: Did you con- 
template saying anything about the 
double indemnity in event of accident? 

Mr. Hunter: The impression that pre- 


centage as 


miums cannot be calculated for such 
benefits is a mistaken one. So far as 
we are concerned, we took our death 
losses for four years and that covers, 
I should think, something like nearly 
$80,000,000 of death losses, and went 
over all these and from these death 


losses we picked out everyone which 
was due to accident and, having these, 
we then threw out those which 'were not 
due to common carrier, and that was 
sufficient to give us a basis for our 
premium rates and we loaded that 
satisfactorily and, so far as the re- 
serve is concerned, we merely carry a 


portion of the premium for the un- 
expired term. But there is a_ suifi- 
ciently satisfactory basis for granting 


these at the present time provided 
there is a large enough amount of risk 
to give a fair average. The company 
could not get an average in one year 
it would need to build a fund out of 
which to pay these double indemnity 
claims when they became due. 
Commissioner Cleary: You treat in 
setting up your reserve, the additional 
accidental death benefit, as an annual 
renewable proposition? 
Mr. Hunter: Yes, so 
serves are concerned, 


far as the re- 


Commissioner Cleary: Is that a safe 
basis? 

Mr. Hunter: To carry’ one-half? 
Well it has always been done by acci- 
dent companies and I understand ac- 
cident companies have found it safe. 

Commissioner Cleary: Isn’t there an 
increased liability with age to acci- 
dental death on the part of the person 
insured and if you load a level pre- 
mium—that is, load it the same for 
a man aged twenty-five as for the man 
aged sixty or seventy, shouldn’t some- 
thing be accumulated to take care of 
the increased liability on account of 
the age of the insured? 

Mr. Hunter: We consulted some of 
the accident men before we put this 
into effect and they said covering the 


average ages, say from twenty up to 
fifty five, that they found very little 
difference in the accident rate. That 


in fact they found a larger death rate 
among the younger men than the 
middle-aged men, but that after fifty- 
five or thereabouts, it would increase, 
but we don’t grant these policies after 
fifty-five, and we believe we will have 
accumulated enough money from that 
fund to pay any increase in later years, 
and, in any event, it isn’t a large 
amount. We propose to do with this 
the exact thing as with the disability 
benefits and carry it along from year 
to year, and we believe we have made 
enough factors for safety in that so 
that we will be able to pay these double 
indemnity claims and not affect other 
policyholders at all. We aim to make 
that benefit stand on its own bottom. 
Commissioner Cleary: How can you 
justify writing this benefit in life in- 
surance contracts and terminating thar 
benefit or that promised benefit prior 
to the termination of the contract or 
maturity of the contract? 





44 MILLIONS from 42 AGENCIES 








iI THE 1916 RECORD OF OUR EARNEST, 
LOYAL AND HAPPY AGENCY FORCE 











New England Mutual Life 


Insurance Company 
BOSTON, MASS. 














Mr. 
ability? 

Commissioner Cleary: No, the double 
indemnity—saying to a man, we will 
pay you double if you get killed by an 
accident prior to age fifty-five; your 
life contract runs throughout your life 
—it may be up to ninety or a hundred. 

Mr. Hunter: Well, I don’t consider 
this disability contract is one where 
there is a great element of danger for 
the company— it is a very small matter 
in my judgment. 

Commissioner Cleary: Mr. Hunter, 
in the ordinary life policy the premium 
continues, does it not, after this bene- 
fit has ceased? 

Mr. Hunter: On the disability, yes; 
we give a benefit after age sixty; there 


Hunter: You mean the dis- 


is a benefit after age sixty on the 
disability. 

Mr. Anderson: Does that continue 
throughout life? 

Mr. Hunter: Oh, yes, wherever the 
disability benefit ceases, we stop the 
disability premium—the_ extra _ pre- 
mium, but you will find there is a dis- 
ability benefit after age sixty in all 


policies where the payment of premium 
is continued. 


Mr. Anderson: On this double in- 
demnity, doesn’t this continue? 

Mr. Hunter: We would take it off 
the moment the indemnity ceases. 

Mr. Anderson: That premium dis- 
continues? 

Mr. Hunter: Whenever a _ benefit 


ceases, we would take off the premium. 


BILL TO REGULATE FRATERNALS 
Senator Crow introduced a bill in the 
Pennsylvania Senate to regulate and 
bring under the supervision of the State 
Insurance Department all fraternal 
benefit societies. It is designed to pro- 
vide a specific method for the opera- 
tion of societies working through the 
lodge system, and fixing a plan of 
operation so that such societies can 
ebsolutely carry out every contract. 


FIRST METROPOLITAN GROUP 

C. D. Williford, superintendent of the 
New Orleans, La., district of the Metro- 
politan Life, was the first member of 
the field force to issue insurance on 
the group plan. The policies amounted 
to about $100,000 and covered 185 mem- 
bers of the New Orleans Furniture 
Company. 


NEW HARTFORD COMPANY 


National Life and Guaranty Company 
Asks for General Insurance Char- 
ter—$200,000 Capital 
Hartford, March 
insurance met 
heard Alexander 
bill 
and 
The 
general 


The 
yesterday afternoon 
W. Creedon 
incorporating the Na 
Guaranty 


23. committee 
on 
and on 
a substitute 
tional Life 
Hartford. 

a:ks for a 
te conduct 


Company of 
the bill, 
charter 


company, in 
insurance 
life, accident, compensation, 


guaranty, automobile and elevator in 
surance, The company also asks for 
the power to guarantee and insure 
notes, bonds, mortgages, deeds of 
trust, etc., a new business in Connec 
ticut, but a large and important one 
in New York and a business that is 
also done to considerable extent in 
Massachusetts, according to Mr. 


Creedon, 


The original bill called for a capital 
of $100,000, but this was increased to 
$200,000 in the bill considered yester 


day. The bill provides for a surplus ol 
$100,009. Mr. Creedon said that there 
were a number of insurance men in and 
about Hartford who were interested in 
the b.ll and that the company is already 
assured of practically per cent. of 
the capital that will be necessary 


75 
WITH MASONIC MUTUAL 
Frederic Nettleship has resigned 
from the Equitable Life of Washington 


to become agency secretary of the 
Masonic Mutual Life Association of 
that city. Mr. Nettleship is an active, 


eiterprising young life insurance man, 


from whom much is expected He is 
the son of George Montagu Nettleship, 
u well-known figure in the life insur- 


ance business. 


ANNUAL DIVIDENDS INCREASED 


During 1916 the Missouri State Life 
earned an average net rate of interest 
o. 6.6 per cent. The Company not only 
increased the amount of the cash 
dividend during the past four years 
on annual dividend policies, but each 


year adopted a more liberal basis than 
that for the previous year. 





and the businesses of the United States. 
Mutual are a unit 


Popularity’s Persistent Progress 


The greatest of all great years in delivered business for this Company—1916! _ 
out need of urging or pleading, our representatives, with vigorous and self-directed 
industry, were the enactors of this glistening achieveinent. 


The tide of new business is flowing strongly in the New Year. 
1917 will be another golden period of widely increased protective service of the homes 
Home Office and Field in the Massachusetts 
in their determination to be front-rank contributors. 


Occasionally we have a General Agency opening for a quality man. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Incorporated 1831 


With- 


We expect that 











MEET IN PHILADELPHIA 


General Agents of Equitable Life 
of Iowa Pledge $6,000,000 
For 1917 
The Pennsylvania general agents of 


the Equitable Life of lowa met in Phila- 


delphia on Monday. They discussed 
virious matters pertaining to their 
work. The question of the part-time 
man was threshed out. The consensus 
ot opinion was that a man should be 
g.ven a reasonable period in whic to 
qualify as a full-time man, or be de 


nied a license. They pledged $6,000,000 
ui business to the Company this year. 

The Western Pennsylvania agents 
are in a contest with the Eastern Penn- 
svylvania agents, for a money prize and 
a gold watch. 


R. J. Slifer, Philadelphia, was elected 
president; Allan D. Wallis, vice-presi 
cent; J. C. Johnson, secretary. 


OLD POLICIES AND NEW 
(Continued from 6.) 
Payment Life will, if the present scale 


page 


is maintained, and if he leaves all of 
his dividends with the Company, be 
come an Endowment before he is 69. 
You can also advise him that he can 
arrange for an income to himself, after 
age 65, of $100 per month for 20 years 
certain, or as long as he lives there 
after, by putting only $500 or $600 more 
a year into life insurance, This, with 
the $5,000 that he now has, will, if 


placed on Option “D,” give to his sister, 
$75 per month, as long as the present 
rate of interest is retained, and at her 
death will be paid under Option “C,” to 
the niece, giving her, should his death 


and that of his sister occur before the 
niece is 20, about $80 per month as 
long as she lives. 

What you would of course do would 


be to write Mr. Y for enough additional 
to give him $100 per month, under Op 
tion “C,” when his total insurance has 
matured by use of the dividend accumu- 


Istions, and, in the event of his death 
before that time, to furnish the in 
comes as above indicated 
The Case of Dr. Z 
After you have finished with Mr. Y, 


you take up the card of Dr. Z 


You find that Dr. Z is an extremely 
busy physician, has a very lucrative 
practice, and has a wife and three 
daughters, whose social activities make 
the cost of living very high. He carries 
$20,000 insurance with us, which is to 
he paid to Mrs. Z, in one sum From 
what you learned this would not last 
them, at their present rate of spending 
money, for more than two years. Yet, 
Dr. Z has educated his family up to a 
point of spending, and it would not be 
fair to expect them to do much with 
$20,000. You therefore ask Dr. Z how 
he would like to so arrange his insur 
ance that it would pay Mrs. Z prac 
tically $200 per month as long as she 
lived, and, assuming that the average 
age of his daughters is 30, at the time 
o: her death, could be arranged to pay 


them each a minimum of about $70 per 


month as long as they live. You could 
point out to Dr. Z that his practice 


took so much of his time that he doubt 
less had very little opportunity to look 
into any investments, and that he cer- 
tainly could not be sure that when old 
age depreciated his value would 
have an income sufficient to. maintain 
him You could arrange his insur 
ance that at age 65, say, it would mature 


he 


80 


by the dividend accumulations, the 
funds could be left with the Company, 
and he would receive the interest in- 
come as long as he lived. You would 
net, of course, at any time in the 
course of your conversation, say any- 
thing to Dr. Z about increasing his in- 
surance, but you would simply talk 
the income feature and, whereas you 
could show him Now small an income 


$20,000 would produce, you could show 
him the splendid advantage of putting 
by such a sum of money per annum 
as would make the insurance really 
worth while, and write him the $30,000 
additional. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








Whenever Norville 
Latest Sales Hawkins, the $500,- 
Talk of 000 sales manager 
Norville Hawkins of the Ford Motor 
Co. makes a formal 
talk on salesmanship, he is sure to 
say something worth repeating, and 
the subjoined reflections are taken from 
a talk he recently made in Detroit: 
The man in sales-man-ship carries 
the reputation of his firm or his em- 
ployer the 24 hours of every day. 


There was a time when a salesman 
was employed for only eight hours a 
day—but now his employer engages his 


time for the full 24 hours, and should 
know how he spends the 16 hours out 


of the 24 that he is not engaged in 
selling. 

Is Sis recreation healthy and help, 
ful? Is his rest taken at the right 
time to be beneficial and conducive to 
his best efforts the next day? Does 
he associate with his inferiors or his 
superiors? Does he read good books? 


Does he gamble, and is he extravagant 
to the extent of “padding” his expense 


accounts? Is he as honest with his 
employer’s time as with his money? 

The salesman should look upon him- 
self as a manufacturer, think of him 
self as being in business on his own 
account—regard himself as a maker 
and seller of service, and ever form 
his thoughts and bend, his energies 


toward self-improvement. 

If he does not take excellent care of 
h'mself—by proper exercise, by proper 
play, by correct habits and by attention 
to his business—he can never hope to 
measure up to the highest standard of 
intellectuality, respectability, reliabil- 


ity, and fitness for his work, to say 
nothing of business acumen or effi 
ciency. 


He should know, too, that the really 
productive years of any man’s life are 
hetween the ages of 30 and 45. That 
the danger line for reverses commences 
at the age of 40, and that 75 per cent. 
cf men at that age meet with set-backs 
and lose their entire accumulations. 
That at the age of 45, 97 per cent. of 
men have gone broke. That after 50 
only one man out of every 5,000 can 
recover his financial footing, while at 
the age of 60, 95 per cent. of men are 
dependent upon their daily earnings or 


on their children or someone else for 
support. 
So while young and prosperous, he 


should bear in mind saving something 
for the time in life when reverses may 
come, 


The man in sales-man-ship is an im- 
portant factor in civic life. 

His daily personal touch with the 
people, through their necessities and 
luxuries, supplied through their in- 
dividual selection and purchase, gives 


him a broad and dependable knowledge 
ot men and women—his labors become 
a part of national life-—-hence the im- 
portance that he be of big caliber 
morally, mentally, spiritually and tem- 
peramentally—in harmony with his op- 
portunities. 

Man-capacity results only from 
growth—by eliminating weak qualities; 
by adding strong qualities; fortunately 


for human development and human 
welfare salesmen are not ‘born-sales- 
men—they are born only. 


If years of schooling and training are 
required to fit a man for other profes- 
sions why should it not be just as nec- 
essary, and even more so, for the pro- 
fession of selling? 

And if it is to be expected or re- 
quired of the man who desires to fol- 
low selling as a profession, then where 
and how is he to go about it to study 
and acquire the traits and the art to 
perfect himself for this calling? 

To attain success, real development, 
growth, is necessary—-not just “being 


not just “acquir- 
knowledge; 


willing” or “desiring, 


ing information” or even 

but actual change of character, growth 
ol ability to conceive, plan, and con- 
struct, capacity to understand, per- 
suade, convince—resulting in an_ en- 
larged conception of men—the under- 


standing them and the handling them. 

And what qualities are necessary in 
the development of big-manness? All 
qualities and capacities are needed; 
everything one can attain from careful 
care of their hair and teeth and nails, 
to clean linen, a shine and a shave, to 
true spirituality—-the whole gamut of 
the complete man. 

Let him get in front of a mirror 
scmetime and take an inventory of him- 
self. Look himself over. Study his 
weak points and get rid of them. Then 
walk around behind himself and look 
for the things not shown in the mirror. 

He may have grown into the very 
bed habit of not looking at himself 
at all, except to comb his hair or prop- 
erly arrange his scarf, or of seeing him- 
self from the front, and then only by 
reflection, . 

The sales manager in picking him out 
for a salesman and in planning for his 
advancement looks at every side of him. 

Let him get inside of himself. Find 
out what man-qualities are necessary 
for his individual success as a sales- 
man. Find out what the sales manager 
wants to find in him to warrant his 
selection and promotion. 

In choosing him as a salesman and 
it selecting him for advancement, the 
sales manager wants first to be certain 
that he can sell; he wants to be certain 
that he has a reason beyond the pay- 
check for wanting to work for him; he 
wants to be certain that he is going to 
stay with him and is going to be satis- 
fied. 

A sales manager is not looking neces- 
sarily for a finished product so much 
as he is for a man with qualities 
cupable of development. He wants to 
get at the big-man possibilities in the 
salesman. He wants to feel confident 
that the salesman can and will develop. 
He knows that selling is a man-to-man 


process and he wants to feel that the 
salesman will be able to induce the 
customer to see what he presents—not 


only through the customer’s own eyes, 


THE 


METROPOLITAN LIFE 

















Metropolitan Life Insurance Company 
Home Office Building 


Insurance Company 


(Incorporated by the State of New York) 


Of the People 
The Company By the People 


For the People 

The Daily Average of the Company's 
Business during 1916 was: 

701 per day in Number of Claims Paid. 


8,304 per day in Number of Policies 
Issued and Revived. 


$1,969,823 per day in New Insurance 
Issued, Revived and Increased. 


$376,827.40 per day in Payments to 


Policyholders and Addition to 
Reserve. 

$220,509.26 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








but also through the salesman’s at the 
same time. 


It 


man’s 


Kor 
wants 
He 
want 
front 


it’s polished 


takes 
handling the other man 


art to 


do 


understanding 
his ability to carry it across are limited 
ky what he is himself. 


this reaso1 


the 


doesn’t 
a loafer. 


that 


real 
want 


looks 


1 the 
man-stuff to start 
“dub.” 


a 


like 


stands four-square. 


Let 
eves 


him 


of 


look at 


his 


this 


of 


gold 


sales 


the 
and the sales- 
this 


art 


art of 


and 


manager 


with. 


He doesn’t 
He doen't want a brass 
only 
he wants a real man who 


when 


‘imself through the 


employer 


determine, 


he were working for himself and mak- 
ing out his own salary check, whether 
or not he comes up to its value or is a 
cieater. 


If 
the 


he ¢ 
world 


loes me 
field a 


et 
nd 


the 


the 


requirements, 
world 


oppor- 


tunities are open for him in a big way. 
And so manhood is not only required 
indicated 


‘bs 
by it. 


good 


salesmanship, 


it is 


We may distinguish the salesman by 
his manhood and the man by his sales- 
rianship. 


For 


the 


better 


the 


man, 


the 


better 





Representing 





You will make monev. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET. NEW YORK, N.Y. 


The Mutual Life Insurance Company 
of New York 


The great streugth, big dividends and incom- 
parable benefits of the ‘‘oldest company in America”’ 
mean certain success for you. 








the salesman; and the better the sales 
man the better the man. 

Never treat a customer indifferently 
after getting his money—he should re 
member he is a sales-man—not a sale- 


man—and he wants repeat orders. 
He must not talk too much, but try 
to talk effectively and to the point. 


Sometimes it’s well to let the customer 
talk himself into the sale. 

Above all things he must work from 
early to late and work hard and system 
atically and with the certainty that 
right results will surely follow. Time 
is the most valuable asset of any sales- 
man, sO use every minute. ; 

The really big-man salesman 
his entire work on three things, 
truth—what the buyer needs 
Kirst. He tells only the truth. Second. 
He sells only what the buyer needs. 
Third. He makes service his ideal. 

Does he realize the greatness of this 
conception, the spiritual standard the 
Icading salesmen have set for them 
selves? These three laws are but the 
twentieth century paraphrases of three 
great laws given to us by Christ 2,000 


bases 
viz.: 
service 


years ago: The man who consecrates 
“imself to truth is the man who loves 
his God with all his heart. The man 


who sells only what the buyer needs is 
the man who does unto others as he 
would that others should do unto him. 
The man who makes service his ideal, 
is the man who loves his neighbor as 
himself.—Sales Manager Hawkins of tue 
ford Motor Co., in the “Ford Times.” 

TELEGRAPH THE PRESIDENT 

At a meeting of the Life Under- 
writers’ Association of Utica, J. M..Mul- 
4all, of the Metropolitan Life, spoke on 
industrial insurance. The following 
was telegraphed to President Wilson: 
Hon. Woodrow Wilson, 

Washington, D. C.: 

We, the members of the Life Under- 
writers’ Association of Utica, N. Y., as- 
sembled take this opportunity of pledg 
ing you, our President and country, our 
unqualified allegiance to any call made 
upon us. 

GEORGE W. FRETTS, 
President. 

I. REED THOMSON, 
Secretary and Treas 

G. S. PITKIN DEAD 
London, Ont., Canada, March 


Gilbert S. Pitkin, aged 57, one of the 
best known insurance men in Western 


OW 


Ontario having for years been con- 
nected as manager with firm here of 
Van Tuyl & Fairbank dropped dead 


last week. 
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ARGUMENTS OF AGENTS AND BROKERS AT ACQUISITION HEARING 


Full Report of 
Acquisition Cost 
Hearing in Albany 


AGENTS AND BROKERS HAVE 
FOUR-HOUR TALK WITH 
PHILLIPS 


Some Points Made by George D. Webb, 
L. A. Wallace, E. H. Warner and 
Others—Sup’t’s Attitude 

Agents and brokers who attended the 
acquisition cost hearing in Albany last 
week, granted by the Superintendent 
following his recommendation of a 
reduction in the 
turned to their respective homes great- 


acquisition cost, re- 
ly pleased with the result of the hear- 
ing. The announcement 
Mr. Phillips that the matter would go 
over for a year. Without exception the 
brokers spoke in the high- 
est terms of the Superintendent's fair- 


was made by 


agents and 
ness, his motives and his grasp of the 
The 
nature of 
brokers 
sentatives. 


situation. next will be in 


the 


agents, 


move 
conferences between 


and, company repre- 


Wallace Opens Discussion 


The discussion was opened by L. A. 


Wallace, of Johnson & Higgins, who 
read the following memorandum: 
“As a representative of the Fire 


Brokers Association of New York City. 
I desire at this time to submit our 
views with regard to that portion of 
your annual report which refers to the 
acquisition cost of compensation insur 
ance. Clearly, it will be impossible 
for us to continue handling compensa 
tion insurance if the acquisition cost 
is to be limited to 10 per cent. Such 
a limitation means that the stock com- 
panies would be compelled to reduce 
the commission to brokers to such an 
extent that there would be no incen 
tive for the brokers to give their clients 
the same careful attention which they 
are now required to give in order that 


they may successfully operate. In fact, 
such a limitation would eventually 
eliminate all of the brokers from the 


writing of compensation insurance. 
“It is the invariable experience of the 
broker that to give his compensation 
business the attention it properly de- 
serves he is required to assume a larger 
proportionate expense than in any other 
line of insurance. It cannot be main- 
tained that the work of the broker is 
in any sense superfluous or a duplication 
of the company’s service. A _ careful 
Study of the situation will convince you 
that the only way in which a healthy 
state of competition can be continued 
is to allow the present limit of acquisi- 
tion cost to remain undisturbed. This 
limit was reached only after a very 
thorough investigation of the facts and 
was approved at the Chicago conven- 
tion by the insurance commissioners of 
twenty-one States. In some quarters it 
seems to be the impression that the 
only service the broker performs is to 


secure the order for the insurance, 
have the policy issued, pay the pre- 
mium to the company, and that this 


service represents the acquisition cost 
of the business. It is a well-establishe 1 
fact that the troubles of the broker 
lave only just commenced after he has 
delivered his policy contract. 


Discusses Analytical Schedule 


_“A large majority of the risks are 
subject to rating either by means of 
the analytic schedule or 


experience 
The application of the 
schedule often requires the 


rating or both. 
analytic 


an exhaustive exami- 
nation of the conditions upon which 
the rates are determined. If he fur- 
nished proper service he must be able, 
in the interest of his client, to minutely 
examine the report of inspection and 
should be able to apply the numerous 
factors of credits and charges so that 
the assured may receive every credit 
to which he is entitled. Oftentimes an 
extra expense is incurred because of 
the necessity of a check up inspection. 
Experience has proven that if a broker 
does not carefully watch all of these 
conditions, he will sooner or later find 
that his client has not received full 
credit and as a consequence, he loses 
the line. Therefore he is_ forced, 
through existing competitive conditions, 
to provide means of examining the rate 
schedules very carefully. He must also 


broker to make 


be able to fully explain to his client 
the ways and means of safeguarding 
the person of his (the client’s) em- 


ployes through the safeguarding of his 
machinery, the organization of safety 
and welfare work, etc, It is not pos- 
sible to have work of this kind done 
except by experienced, and I might say 
expensive, help. The broker must al- 
ways be at the beck and call of his 
client to look into questions of delayed 
reports of accidents; he must be the 
medium through whom the interest of 
iis client is not jeopardized because of 
the failure of the company to make 
prompt investigations of accidents; he 
must see that injured employes are not 
delayed in receiving their compensa- 
tion; he is frequently called upon to 
give advice as to the coverage of the 
policy contract and this is particularly 
true in this State because the provi- 
sions of the act are presumed to exten] 
primarily to those occupations which 
may be described as hazardous, 
Medical Attention 

“It is not an infrequent occurrence 
that an employer who has been required 
to carry compensation insurance, finds 
after an accident that an injured em- 
ploye is not entitled to the indemnities 
provided by the act, because of the 
nature of his employment. If an em- 
ploye is not entitled to the indemnities 
and medical attention provided by the 
act, an embarrassing situation may 
arise because the employer has as- 
sumed that the employe was entitled 
to full medical attention only to find 
that such was not the case. It usualiy 
develops that the employer has as- 
sumed the medical expenses, and then 
learns that his policy provided only 
first aid because employe was not en- 
titled to the protection afforded by the 
Compensation Act. In such cases as 
this, it becomes the unpleasant duty 
of the broker to arrange a mutually 
satisfactory adjustment of the difficulty. 
This point may seem a minor one buz 
it is indicative of the numerous prob- 


lems of the broker. It must also be 
borne in mind that frequent changes 
in policy contracts are necessary. The 


assured may extend his operations, he 
may undertake new work, his experi- 


ence may have been particularly un- 
fortunate and as a consequence the 
company desires to be relieved of the 


insurance and the broker must accord. 
ingly replace the insurance under the 
most favorable terms possible. An- 
other point to which consideration must 
be given is the final adjustment of the 
premium. Many times the broker is 
required to personally settle differences 
of opinion which arise between the 
company and the assured. 


Will Mean Elimination of the Broker 

“If the present limit is reduced it will 
most certainly mean the elimination of 
the broker and as a consequence the 
companies will be required to send 
salaried representatives to arrange Ccov- 
erage with the assured or the assured 
must go to the company’s offices. This 
would cost the assured more in time 


and annoyance than he now pays in 
broker’s commission and for the com- 
panies to employ salaried representa- 
tives would also cost more than is now 
paid in commissions. The very nature 
of compensation insurances requires an 


intermediary to satisfactorily adjust 
such differences as _ will inevitably 
arise. If the broker is eliminated, the 


employer who insures directly with the 
company is not in the advantageous 
position he would enjoy were a broker 
handling his business. If a_ serious 
difference of opinion arises, the com- 
pany could adopt an arbitrary attitude 
with its direct client where that same 
company would be forced to give con- 
sideration to the broker because other 
business might be affected. In the one 
instance, the employer is virtually in 
the hands of the company, while in the 
other he gets the benefit of the market. 
To go a little further, there would be 
no way in which the assured could 
have the advantage of such competitive 
conditions as are now available if a 
competent broker is employed. 


The Question of Rates 


“It is presumed that the reduction 
of the acquisition cost is favored be- 
cause it will provide lower rates to 
the employer. We are unaware that 


there has been any complaining by the 
purchasers of compensation insurance 
about the cost of the acquisition ex 
pense. In view of the competition of 
the mutual and State funds, does it not 
appear that in the final analysis prac- 
tically all of the business will be los 
to the stock companies if they do not 
operate at. a reasonable acquisition 
cost? The inevitable result of a high 
acquisition cost would be to force them 
out of business because they could not 
hope to compete, for instance, with the 
State fund which has the privilege of 
making its own rates. 


“Mr. Superintendent, a reduction in 
the limit of acquisition cost will posi 
tively eliminate the better class of 


brokers. Therefore the issue is clear 
is or is not the broker an unnecessary 
factor in the handling of compensation 
insurance in all its phases? If he is 
not an unnecessary factor, the question 
is—is he being overpaid? I have en 
deavored to convince you that such is 
not the case. Since the insuring public 
bas overwhelmingly demonstrated its 
willingness to pay the stock companies 
the necessary rates, including acquisi 
tion cost, there seems to be no good 
reason of making a change in the pres 
ent limit. I thank you.” 

The Superintendent Asks Questions 
Which Are Answered 
Following the reading of Mr. Wal 
lace’s memorandum Superintendent 
Phillips contended that inasmuch as 
employers are arbitrarily required to 
insure, that the cost of handling the 
insurance should be materially reduced. 
Mr. Wallace argued that even though 
insurance is compulsory the employer 
is not required to insure in stock com- 


panies as he has the privilege of in- 
suring in the mutuals or State Fund. 
Superintendent Phillips stated that 


the reports of the mutuals and the New 
York State Fund indicated that their 
entire operating expenses were very 
much less than those of the stock com 
panies. It was his opinion that the 
expenses of the stock companies were 
necessarily high because of the acquisi 
tion cost and that the competition of 
the mutuals and the State Fund would 
ultimately drive them out of the com- 
pensation insurance business in New 
York State unless they (the stock com- 
panies) materially reduced this part of 
their expense. Mr. Wallace took the 
view that the stock companies should 
be allowed to work out their own salva- 
tion as he could not conceive that with 
their millions of invested capital they 
would allow themselves virtually to be 
driven out of business because their 


high acquisition cost made it necessary 
for them to charge rates very much in 
excess of those of the mutuals and the 
State Fund. Mr. Wallace stated that 
he believed it to be the experience of 
all leading brokers, that because of the 
superior service rendered, their clients 
would rather pay the stock companies 
rates higher than those charged by the 


mutuals and the State Fund. He con- 
tended that if the stock companies 
found they were losing their business 


to the mutuals and the State Fund, that 
they would of necessity be forced to 
handle the insurance at a lower rate 
of expense or else go out of business. 


Term a Misnomer 

Mr. Wallace stated that the term “ac- 
quisition cost” was a misnomer and 
that in his opinion the reports of very 
few, if any, of the companies would 
clearly indicate just what their acqui- 
sition cost had been. In fact, he felt 
it was largely a matter of bookkeeping. 
Therefore he urged the Superintendent 


to reconsider his determination to 
“pick on” the question of acquisition 
cost—that any proposed limitation of 


expense should apply to the entire ex- 
pense of operation. He stated that the 
brokers would be glad to co-operate 
with the Superintendent toward the 
end 6f securing a reduction in the total 
expense of operation. He pointed out 
that the records of several of the lead- 
ing companies showed a material dif- 
ference in this expense, in fact the 
difference in expense between two of 
the leading companies would amount 
to almost as much as the broker re- 
ceives in commission. It was his opin- 


ion that those companies which are 
now operating at a comparatively low 
expense ratio would be less affected 


by any legislation which results in the 
placing of a limit on the entire expense. 
Attitude of Companies 

Mr. Wallace stated that the brokers 
had been positively assured by practi- 
cally all of the leading companies that 
they were against any change in limit 
of “acquisition cost.” 

George D. Webb's Remarks 

George DD). Webb, of Conkling, Price 

& Webb, and representing at the hear- 


ing the National Association of Casu- 
alty and Surety Agents, Chicago, said 
that he believed it to be essential to 


the welfare of the business to keep the 
acquisition cost at the lowest figure 
commensurate with thoroughly efficient 
and intelligent service. He called at 
tention to the fact that the substantia) 
reduction of acquisition cost or com- 
mission rate on compensation business, 
as compared with liability insurance, 
originated with the agents who were 


the organizers of the National Associa- 
tion of Casualty and Surety Agents. 
These agents appreciated the great dif- 
ference between the two forms of in- 
surance and the necessity of making 
every possible saving on every dollar 
of premium paid, in order that the 
largest possible percentage of every 
premium, for protection against indus- 
trial accidents, might go to the real 


beneficiaries, the working people them- 


selves, who were subject to serious 
accident exposure 

Mr. Webb agreed with the superin- 
tendent that the business would be 
better off if a higher standard of in- 
telligence and efficiency was required 
of the agents who are to receive the 
commission for writing the business. 

“T would call attention, however, to 


two important points which are likely 
to be overlooked in the casual consid- 
eration of the Commissioner’s recom 
mendation,” he continued. 
“Compulsory” Insurance 
“First, the distinction between com- 
pulsory and elective workmen’s com- 
pensation laws. In States like Massa- 
chusetts and New York, compensation 
(Continued on page 17) 
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INHERITANCE TAX ARGUMENT 

Although a few underwriters of the 
first rank are against the daily paper 
exploitation of the inheritance tax as 
a. argument to sway wealthy men in 
taking out insurance (a recent poll of 
six underwriters by The Un- 
derwriter resulting in four affirmatives 
four exploitation to two negatives,) gen- 
eral agents everywhere are using this 
argument for all they are worth, and 
millions of dollars of insurance will be 
written as a result. Some are fearful 
that the writing of the large lines, on 
the inheritance tax appeal, will not 
have a good effect upon public men 
wo make and unmake the 
Put in this connection the laconic com- 
ment of one of the leading underwriters 
in America is worth repeating: ‘The 
public and public men will discuss the 
J. P. Morgan insurance everywhere for 
cone day, and will forget it the next.” 
In the meantime, the agents are making 
hay while the sun shines. 

The announcement that Henry P. 
Davison has taken out $1,000,000 in- 
surance will further stimulate insur- 
ance demand. As for Harold 
who placed both of these policies, and 
who always has been a large writer, he 
rust now take his place in the class of 
the transcendent production geniuses 
of all time. 


KMastern 


tax laws. 


Pierce, 





AMERICAN AGENCY SYSTEM 

If the agitation acquisition 
cost, which culminated in the hearing 
in Albany, has done nothing else it 
has succeeded in placing the American 
Agency System on a firmer basis than 
ever before. In private letters written 
this month and through many other 
channels leading underwriters have 
taken the most positive stand in favor 
of the continuance of the system, and 
the widespread opinion is that the 
time when the American Agency Sys- 
tem will be overthrown is so remote 
as to be almost in the realm of 
possibility. It also seems the unani- 
mous opinion that unless agents re- 
ceive proper remuneration they will be 
driven into other lines of endeavor. 

The agents and brokers who won a 
victory at the acquisition cost hearing 
in Albany last week returned com- 
pletely convinced of the fairness of 
Superintendent Phillips. Leaving aside 
the academic question as to the right 
of the State to interfere in the matter 


over 


im- 


o1 remuneration, there is not the slight- 
est doubt in the world that the Super- 
sincerely feels that he is 
acting for the general good of the 
business, and that his stand on the 
acquisition cost originated in his own 
after seeing the new rates of 
carriers, and the new loadings. 
Jastern Underwriter is in a posi- 
tion to state authoritatively that the 
Department did not single 
letter from a company manager asking 
him to cut agents’ commissions. 


intendent 


office 
the 
The 


receive a 


Just how agents and brokers regard 
their function is shown in the running 
story of the events in Albany last 
week printed fully elsewhere in The 
Eastern Underwriter. They were elo- 
quent and convincing. There is a great 
deal of talk as to the expression “Ac- 
being a misnomer. 
general. Another 


quisition Cost” 
The phrase 


expression is needed. 


is too 


REAL PUBLIC SERVICE 

The action of the National Board of 
Fire Underwriters in placing its serv- 
and facilities at the 
disposal of the United States Govern- 
ment in the present crisis, and offer- 
ing to act as a medium through which 
centralized the knowledge, 
services of the engineer- 
ing forces in the employ of the Na- 
tional Board and all other fire insur- 
ance organizations, is a patriotic step 
that will be of incalculable benefit to 
the nation if the offer is accepted, as 
it undoubtedly will be. No one knows 
better than do fire underwriters the 
tremendous potentiality of this organi- 
zation and its widespread ramifications, 


ices, resources 


may be 


training and 


covering every section of the country. 
Its ability to furnish prompt and de- 
tailed information as to conditions ex- 
isting in localities, plants and institu- 
tions is tremendous. Richard M. Bis- 
sell, president of the National Board, 
and W. E. Mallalieu, general manager, 
were the representatives of the Nation- 
al Board who carried the offer to the 
governmental officials. Mr. Bissell has 
been in Washington for about a week. 
By its latest action the National Board 
again shows its consistence in serving 


the nation. 


DRAFTS WITH APPLICATIONS 


Jacob Los, of Omaha, Makes a Record 
Which Speaks Well for 
Future 





Winslow Russell, agency manager of 
the Phoenix Mutual, considers a recent 
record made by Jacob Los, of the 
Omaha agency, one of the best tat 
has come under his notice. On January 
24 Mr. Los left Omaha on one of his 
usual trips to a small town in northern 
Nebraska and expressed the hope that 
he would write $20,000 worth of busi- 
ness while away. By January 24 ‘ie 
had sent in twenty-five applications for 
$39,500, premiums of $1,393. 

In every case the binding receipt 
was detached and draft for full annual 
premium accompanied the application. 
The risks are all apparently first-class. 

“Knowing Mr. Los and his methods, 
as I do,” said Mr. W. A. Smith, man- 
ager in Omaha of the Phoenix Mutual, 
“1 will prophecy that ten years hence 
eighty per cent. of this business will 
still be on the books paying premiums,” 




















THE HUMAN SIDE OF INSURANCE 








WOODS 


‘WILLIAM T. 


William T. Woods, president of the 


Lloyds Plate Glass Insurance Co., 
knows just how the people of the 
Balkans felt for the years that they 


It’s the same 
insurance, 
somebody 
to the 


were sitting on a volcano. 
sensation in plate’ glass 
where every ten minutes 
says: “The business is going 
dogs.” But it never does go there, 
largely because of such men as Mr. 
Woods, who have nerve, courage and 
ability. When the price of glass goes up 
he believes the glass manufacturers are 
entitled to their price because of con- 
ditions but that the plate glass insur- 
ance companies should also raise their 
rates. Mr. Woods tells the history of 
his business career in less than twenty 
words: “I have been president twenty- 
four years, was secretary eleven years 
and a clerk for four years.” Mr. Woods 
was a clerk in the Lloyds Plate Glass 
when its originators were individual 
underwriters. When the Company was 
organized in 1882, he was made secre- 
tary and was elected to the presidency 
in January, 1893. 
:*. » 

Luther B. Little, manager of the pub- 
lication division of the Metropolitan 
Life, has been elected vice-president of 
the Alumni Association of the New 
York “Times.” 

ok * 

Archibald Mclliwaine, who is a 
student at Yale, is a member of the 
Volunteer Acrial Coast Patrol, Unit No. 
1, which started on Wednesday for the 
training camp at West Palm Beach. Mr. 
Melllwaine is a son of the United 
States manager of the London & Lan- 
cashire. 

* * ¢@ 

James B. Nicholson has completed a 
half century’s experience with the 
Franklin Fire. He was born in Phila- 
delphia in 1845, served in the Civil War 
for three years on board the sailing 
ship “Jamestown,” seeing service in 
many parts of the world. The “United 


States Review,” in speaking of Mr. 
Nicholson, said: “His unfailing good 
cheer makes every dark day seem 


bright, for the light that is in him can- 
not but shine out.” 
oa 4 + 

John B. Lunger, vice-president of the 
Equitable Life of New York, received 
his certificate of membership to the 
Five Year Corps of the Equitable Vet- 
eran Legion on March 21st. 

* 

Professor John W. Ballard, head of 
the commercial department of the Cen- 
tral High School, Cortland, N. Y., has 
been appointed general agent for the 
Connecticut General Life. 


Charlies G. Smith, who has been 
elected president of the German-Amer- 
ican, succeeding William N. Kremer, 


who has been in ill health for many 
months, entered the fire insurance busi- 
ness thirty-nine years ago as a boy in 
the head office of the Phenix Insurance 
Company of Brooklyn. After advanc- 
ing through the clerical force he went 
or the road as assistant special agent 
in 1884, and in 1887 became New Eng- 
land special agent of the Queen Insur- 
ance Company. He left the Queen in 
1490 to become manager of the Factory 
Insurance Association at Hartford. In 
1$98 he was appointed secretary of the 
German-American Insurance Company, 
being made vice-president in 1913. Mr. 
Smith is an underwriter of notable abil- 
ity, and is an authority on sprinklered 
and improved risks. 
+ * * 


A. B. Roome, who has been appointed 
agency manager of the Westchester 
Fire, was recently given a rather re- 
markable tribute upon leaving for his 
new position in Manhattan. About sixty 
business and social friends were his 
hosts at a testimonial dinner. At this 
dinner speeches were made by clergy- 
men, by the manager of Bradstreet’s 
ix Brooklyn, the president of the 
Brooklyn Civic Club, and others. Among 
letters of regret was one from the 
president of Rutgers’ College where 
Mr. Roome went to school. 

Some of the speeches were in a 
humorous vein, warning the insurance 
man against the perils of Manhattan 
Island. The Rev. C. H. Brewer, in his 
talk, said: “I cannot understand why 
our guest is going to the dark, gloomy 
caverns of lower Manhattan, where 
temptations are many. You have ob- 
served him during six working days of 
the week, and from me you will hear 
of his actions on Sunday. When he 
first came to Roslyn he, too, was 
troubled with Sunday automobilists, 
and rode all over the surrounding coun- 
try. But after a while he found that 
his auto, with a little judicious steer- 
ing, would take him to church as well 
as anywhere else. He has been a 
regular church attendant since then.” 

Mr. Roome was with the Continental 
for about fifteen years. 

+ ok * 


Moses Taylor Pyne, of New York and 
Princeton, who has been elected to the 
Board of Directors of The Prudential 
Insurance Company of America, to fill 
the vacancy occasioned by the deat of 
former Chancellor William J. Magie, is 
a lawyer and well-known New York 
financier. He is a trustee of Princeton 
University and is connected with a 
large number of fiduciary and business 
corporations. Some of his other director- 
ates are: National City Bank of New 
York, Farmers’ Loan and Trust Com- 
pany of New York, The Princeton Bank 
of Princeton, N. J., and United New 
Jersey Railroads and Canal Company. 
He is also a member of the Board of 
Managers of the Delaware, Lackawanna 
& Western Railroad Company. 

+ * a 


Alfred J. Hodson, superintendent of 
agents and business extension of the 
Aetna Life at 100 William Street, has 
resigned. His future plans have not yet 
been announced. Mr. Hodson is chair- 
man of the membership committee of 
the Insurance Federation of New York, 
and is widely known among New York 
brokers and agents. 





HOME MEN DRILLING 


The Home is one of the two hundred 
financial and business concerns of New 
York City, which have agreed to allow 
employes time during business hours 
for military drill. 
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Auto Underwriters’ 
Detective Bureau 





LAUNCHED WITH H. M. SHEDD 
AS DIRECTOR 
Companies’ Committee of Five Has 
Bureau Affairs in Charge—Much 
Work to Do 


A powerful factor for putting a stop 
to crooked automobile 
kinds, particularly theft, has been 
launched by the companies’ through 
their formation of the Automobile Un- 
derwriters’ Detective Bureau, of which 
H. M. Shedd, an expert auto thief 
catcher, has been made director. The 
companies are represented in the opera- 
tion of the Bureau by a committee of 
five. 


losses of all 


How Idea Originated 

The Bureau had its origin with a 
small coterie of companies, wo, be- 
coming alarmed by the extent of the 
automobile frauds of various kinds, de- 
termined to employ an expert of their 
own to give special attention to these 
losses. Mr. Shedd was engaged and 
given the title of “special agent.” The 
necessity for work of this kind became 
so obvious that other companies show- 
ed interest, with the result that the 
Bureau was formed. 

Mr. Shedd’s Career 

H. M. Shedd has made a remarkable 
record in running down automobile 
crooks in New Jersey. His work for 
recent years has been with the De- 
partment of Motor Vehicles of the 
State of New Jersey, and he came into 
particular prominence in November, 
1913, when he arrested a gang of 
crooks, the leader of which was John 
Gargere, a fence for stolen automobiles. 
Shedd became suspicious of an auto- 
mobile having an obviously fraudulent 
plate number, and which, it later de- 
veloped, contained crooks equipped with 
a full lay-out of burglar tools. The men 
were later convicted as automobile 
thieves. 

About fifty 
Bureau. 


companies will join the 


TALK BY DOLAN 





Utica Local Agent Says Fire Waste 
Would Pay for Panama Canal— 
Responsibility for Fire 





Frank E. Dolan, of Dolan & Conboy, 
Utica, N. Y., made a talk on fire insur- 
ace at the Kiwanis luncheon in that 
city a few days ago. He said there 
are more men employed to fight fire in 
this country than there are in the 
Standing army. We can build a Panama 
Canal with the money lost by fire this 
sear. Fire losses in the United States 
are ten or twelve times more than in 
Germany. He said when a fire occurs 
abroad, tenants are arrested and taken 
to court. If it is found that they are 
blameless, a strict investigation is made 
and the guilty one is severely punished. 

In speaking about local conditions, 
Mr. Dolan said that Utica has a very 
£00d record with a rate much lower 
than that found in most cities of its 
Size. The base rate is now 31 cen.s 
but as a new rating has been made, 
this may be increased to a slight de- 
Bree. The speaker explained the dif- 
ferent risks and described the 80 per 
cent. co-insurance clause in insurance 
bolicies. This was very interesting. 


FREDERICK PETERS RESIGNS 
Frederick Peters, special agent of the 


New Hampshire in Ne 
te ane New York State, 











SWINTON AGENCY CHANGE 





E. A. J. Arata Made Member of Firm 
and Manager of New York 
Office 


Arthur C. Swinton, Inc., this week 
announced that he had been forced by 
the demands made upon his time as 
administrator of the extensive estate of 
an uncle who died recently to make 
several changes in the personnel of 
his agency. E. A. J. Arata has been 
given an interest in the New York 
business of the agency in recognition 
ol his faithful service during his seven 
years’ connection with Mr. Swinton. 
Mr. Arata was formerly connected with 











KE. A. 


J. ARATA 


the Nelson & Ward agency in Jersey 
City and has numerous friends on Wil- 
liam Street. 

While the active management of the 
details of the New York office has 
been placed in the hands of Mr. Arata, 
Mr. Swinton will continue to be in 
daily touch with the office. Announce- 
ment is also made that the Swinton 
agency is no longer connected with any 
other office in New York City. 

The Swinton agency is writing fire 
insurance in the territory of the Sub- 
urban Exchange and the entire State 
of New Jersey, and also writes com- 
plete automobile coverage anywhere in 
the United States and Canada. The 
Somerville, New Jersey, office of the 
agency will continue as heretofore. 


A WESTERN VIEW 

One of the Western managers, dis- 
cussing Use and Occupancy, said this 
week: 

“It is apparent there is a demand for 
this class of insurance and that, in 
large degree, it is legitimate. There 
seems to be, however, an unholy com- 
petition for the business which has 
already resulted in loose forms and 
practices. 

“It is my understanding that a com- 
mittee of prominent underwriters is to 
take up the subject and recommend 
proper forms and methods, and it is 
to be hoped they will tighten things up 
somewhat.” 

MIXED-UP FORM 

Some underwriters and assured have 
not learned yet that use and occupancy 
aud profits are two entirely distinct 
propositions. 

In a recent loss a so-called “bastard 
form” was written, which mixed up 
the two coverages. The adjuster for 
the assured informed his clienc that he 
must decide whether he wanted to col- 
lect use and occupancy or profits. The 
latter picked the latter. 








Cash Capital . ° 
Assets - - - 
Liabilities (Except Capital) 
Surplus to Policyholders . 











AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE /ETNA ACCIDENT AND LIABILITY CO. 


FIRE AND MARINE 
INSURANCE—ALL LINES 


The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 


Statement January 1, 1917 


$1,000,000.00 
2,748,832.19 
1,039,977.81 
1,708,854.38 


| 
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KREYE SUCCEEDS HAMMOND 

Kelly & Fuller this week announced 
that Charles Kreye has been promoted 
tu succeed Henry Hammond as assist 
unt counterman of the agency. C. P. 
Cross, formerly in the re-insurance de 
pertment of Kelly & Fuller, has been 
promoted to be Mr. Kreye’s assistant 
Mr. Kreye has been with Kelly & Fuller 
for the past thirteen years. 

Mr. Hammond has succeeded Arthur 
C. Hornickel, who was appointed coun 
terman of the local department of the 
Continental last week, as counterman 
of the William H. Kenzel agency. He 
had been with Kelly & Fuller for 14 
years. 


A DELAWARE CORPORATION 

A charter was filed in the Delaware 
State Department by the Hercules Fire 
Insurance Company of Salina, Kan.; 
capital, $1,000,000; to carry on a gen 
eral insurance business. 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$641,341.77 
230,513.29 
300,000.00 
63,479.83 


Reserve 


Surplus 


SPECIAL AGENCY CHANGES 
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Plant in 


Address 
Care of The 





An office with an established Agency 
Eastern Pennsylvania 
use two good Fire Insurance Companies. 


“PENNSYLVANIA” 


Eastern Underwriter 


105 William Street, New York, 


could 








Assets 
Reserve 
Capital 
Surplus 


CITY 
NSURANCE 
COMPANY 


Pittsburgh, Pa. 


Inc, 1870 


$357,318.58 
54,256.92 
200,000.00 
96,379.07 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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Geo. Richards Gives 
Law Fundamentals 

ENGLISH AND U. 5S. 

DECISIONS 


REVIEWS 
COURT 
Says Judges and Legislatures Favor 


Underwriters on Marine Contracts 
and Assureds on Fire 


Richards & 
addressed 


George Richards, of 
Affeld, attorneys, 
the Insurance Society of New York on 
was “Fundamen.- 


Why 


insurance 
Tuesday. His subject 


tals in the Law of Insurance and 


Adopted.” He said in part: 
Uncertainty of Warranty Rules 
“The courts in this country and 
England have refused to apply the one 
year limitation clause of the usual fire 
insurance policy to a policy of reinsur 
conditions 


ance, though the standard 
were a part of it. 
“In order to avoid technical and 


seemingly unconscionable forfeitures, 
the courts, and especially the Ameri- 
can courts, have adopted certain rules 
modifying the strict rule of warranty 
and these modifications in certain in 
stances have introduced great uncer- 
tainty and confusion into the law of 
insurance. 

“The first rule, however, can hardly 
be criticised. It is that any ambiguity 
in the language of a policy, the policy 
being prepared by insurance men and 


in their interest, be resolved by a 
liberal construction in favor of allow- 
ing indemnity for all the loss. 

“An admirable illustration is found 
in a New York case. The insured’s 
personal property was stated to be 
contained in a storehouse situate de 
tached at least one hundred feet on 
the east side of Lake Champlain in the 
town of Shoreham. The court held 
that this statement must be construed 
to be a warranty, but they found am 
biguity as to what the warrant was. 
The policy said, “detached at least a 
hundred feet,” but it did not specify 


the object from which it was detached, 
It appeared that there was a small 
building with a little gunpowder in it 
located seventy-five feet from the store 


house; but it also appeared that this 
did not increase the risk of the prop- 
erty insured. The court, accordingly, 


construed the warranty as meaning de 
tached at least one hundred feet from 
some building which would increase 
the hazard on the property insured. 
(Burleigh v. Gebhard Fire Ins. Co., 90 
N, Y., 220.) 
Courts Evade Warranties 

“Sometimes, however, the literal 
meaning of a warranty, in a general 
printed form of contract, seems so in 
congruous when applied to the particu- 


lar instance, that the courts have 
evaded its having regard to the main 
purpose of the contract. An interest- 


found in a 


ing illustration is to be 
recent case under the English Work- 
men's Compensation Law. A farmer 


insured against liability. There was a 
warranty in the policy that the name 
of every employe and the amount of 
wages and salary paid to him should 
be duly recorded in a wages book. No 
wages book was kept. The farmer 
employed only one person, and that, 
lis own son, at seventy-five pounds a 
year. The son lost his hand, and was 
paid under the terms of the act. The 
judges of King’s bench on appeal, by 
a vote of two to one, refused to find a 
breach of condition avoiding the policy. 
(In re Bradley, ete., Accident Indem. 
1912, 1 K. B., 415.) 


Scc., 


‘ignoring it, finds for the insured. 


have 
ruie 
thing 
am- 


times 
the strict 
when the 
without 


“Many courts in modern 
continued to enforce 
regarding warranties, 
warranted is expressed 
biguity. 

Accident Policy Illustrates Point 

“Thus, in his accident policy, Gaines 
warranted that the payee was his wife. 
Gaines was killed. The wife brought 
suit on the policy. It was shown on 
the trial that when the policy was is- 
sued the plaintiff was living with the 
insured as his wife, to all appearance, 
and, indeed, had gone through the form 
of marriage ceremony with him, but, in 


fact, she had a prior husband living. 
She was not the lawful wife of the in- 
sured. The misstatement as to rela- 
tionship appeared to be wholly im- 
material, and counsel argued that the 
private affairs of this worthy couple 
were of no concern to the insurance 


New York Court of 
policy avoided for 
(Gaines v. Fidelity 
Y., 411.) 
case the application 
the contract of fire 
insurance and warranted by the in- 
sured, In it he stated that his house, 
on which he requested a policy of $1,- 
200, cost $2,000, when in fact it cost 
but $1,700. This slight discrepancy, 
however, seemed unsubstantial, inas- 
much as the policy amounted only to 
$1,200, considerably less than the actual 
cost expressed in the policy. For ex- 
ample, the insured has avoided his 
policy by reason of other insurance 
without written permit, or by some 
breach of warranty. You will recall 
that the courts of New York and of 
the majority of the States, allow the 
insured, or his witness, in such a case, 
to testify orally that the countersigning 
agent had knowledge of the other in- 
surance, or the other facts constituting 


company; but the 
\ppeals held the 
breach of warranty. 
& Cas. Co., 188 N. 

“In an Arkansas 
was madé part of 


the breach, before the policy was _ is- 
sued, The agent generally denies this, 
but the jury attaches little importance 


to the point one way or the other, and, 
This 
rule, of course, is utterly at variance 
with common law doctrines of evidence, 
and is, therefore, rejected by the courts 
of Massachusetts and New Jersey. 
“Basing my opinion upon experience, 
as well as theory, | am convinced that 
the last named courts have much the 
better of the argument both in the in- 
terest of justice and of public safety. 
The sanction of the written agreement 
is needed for the protection of both 
parties, if they are honest; and the 
fire loss per caput in this country, as 
you are well aware, is several fold 
greater than it is abroad, a fact carry- 
ing persuasion that the public are en 
titled to the benefit of the protective 
clauses of the policies. Invoking this 
novel American doctrine of parol waiv 
ers, however, claimants, and especially 
unscrupulous claimants, easily sweep 
out of our policies, both fire and life, 
all the conditions and warranties in- 
serted therein by legislative enactment, 
and this is done without the payment 
of any additional premium. ‘To try the 
icsue before a jury seems to me almost 
farcical. If the contract as written does 
not need reforming, the issue should in 


my opinion be determined, as in all 
other cases, by a judge. 
Courts Favor Underwriter 
“Observing the marked disposition 


of courts and legislatures to favor the 
underwriter, under the simple condi- 
tions of the conventional marine policy, 
and their no less marked disposition 
to favor the insured, under the modern 
fire insurance policy, the question pre- 
sents itself, if it would eliminate from 
their policies most or all of the fine 
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“The Leading Fire Insurance Company 
in America” 
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AETNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 
of Aetna Insurance Co. 
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appertaining to the 
the fire, relying in- 
stead upon the two common law doc- 
trines, first, that all matters material 
to the risk must in general be affirma- 


print conditions 
situation prior to 


tively disclosed by the applicant for 
insurance, and, second, that the in- 
sured must voluntarily enchance the 
risk during the term of insurance. 


This inquiry, which has for many 
years enlisted my interest, has a direct 
bearing upon the vastly important pro- 
posal now pending to adopt a new 
standard form of insurance policy for 
the whole country, and I submit the 
question to you for your decision, sug- 
gesting that the marine underwriter 
has undoubtedly fared far better with 
the aid of the common law doctrine of 


concealment, enforced as it is by the 
courts, than has the fire insurance 
company with its express and appar 


ently sweeping warranty upon that sub- 
ject, limited as it is by the American 
courts to intentional or fraudulent con 
cealment. Referring to a fine print 
condition of an elaborate fire policy in 
common use before the standard poli- 
cies were adopted, our Court of Ap- 


peals likened the clause to a_ tiger 
“crouched unseen in the jungle of 
printed matter with which a modern 


policy overgrown,” and thereupon con- 
cluded to sustain a finding of waiver. 
Indeed it may be truly stated in a 
general way that while the implied 
warranties of the marine policy have 
been respected by all our courts, the 
express warranties of the fire and life 
policies, have been to some extent by 
many of our courts, with the intention 
of accomplishing justice. 

“The four doctrines of indemnity, 
concealment, warranty and parol waiv- 
ers seem to me to be the most distine- 
tive and practically important in the 
law of insurance. These doctrines and 
the reasons for their adoption we have 
thus briefly reviewed, and of necessity 
in a cursory and incomplete manner.” 


INTER-INSURER SCORED 
The Forest Mills of British Columbia 
has published a lengthy statement in 
which it scores the Lumbermen’s Indem- 
nity Exchange of Seattle for an unwar- 
ranted delay in settling its loss on the 
mills’ property. 





THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy, 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORK 








WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


(Fire, Tornado, Ocean Marine 
and Inland Marine Insurance) 
UNITED STATES BRANCH 


January 1, 1917 

pik wadeatn $3,329,177.74 
1,478,531.90 
Total Losses Paid in United 
States From 1874 to 1916, 
PD Sincatusvkeveccersdeun 41,657,814.31 

W. R. BROCK, President 
W. B. MEIKLE. Vice-Pres. & Gen. Man. 











““STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 
(LTD., OF LONDON) 


Organized 1836 
Entered United States 1876 
Losses Paid - - - $105,000,000 
Losses Paid in U.S. - $38,000,000 

Eastern and Southern Departments 
55 JOHN STREET 
NEW YORK CITY 











HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 

TEUTONIA FIRE INSURANCE, CO., Pittsburgh, Pa. 

CAPITAL FIRE INSURANCE CO., Concord, N. H. 
NEW YORK STATE DEPARTMENT 





PERCY B. DUTTON, Manager, Rochester, N. Y. 











ROBERT J. WYNNE, President 


First National Fire 


Insurance Company of the United States 
WASHINGTON, D. C. 


JOHN E. SMITH, Secretary 


Statement January 1, 1917 
_ CAPITAL, $911,305 
RESERVE FOR ALL OTHER LIABILITIES, $665,823 
ASSETS, $1,743,996 
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Makes Novel Point 
Regarding U. & O. 


COMPANY PUTS FORTH IMPORT- 
ANT PRINCIPLE IN COAL LOSS 
Breaker Burned Putting Out of Com- 
mission a Washery on Which U. & 
O. Loss Was Filed 
A novel point has recently been made 
in connection with a Use and Occupancy 
loss in the coal mining district of Penn- 
sylvania. The form covered specially on 
coal breakers at different locations and 
also covered specific amounts of Use 
and Occupancy on coal washeries. There 
were about twice as many breakers as 
there were washeries; in other words, 
each washery served two or more break 

ers. All were insured separately. 
Claimed 50 Per Cent. Washery Loss 

One of the breakers with Use and 
Occupancy was burned. The assured 
claimed a total loss on coal breaker for 
time it requires to replace it, but also 
filed a claim of 50 per cent. U. & O. 
on one washery. The theory was that 
the breaker being put out of commis 
sion the washery, used in connection 
with the breaker (but located at some 
distance from it), was also useless until 
the breaker had been replaced. 

Principle Involved 

A representative of one of the 
companies wrote the following  let- 
ter on the subject: “We have re- 
ceived claim on washer and would 
say that the principle involved’ in 
this matter extends far beyond the 
present case. The washer is a sepa- 
rate and distinet risk and insured sepa 
rately in the policies, and unless there 
has been a fire at this particular wash- 
ery there can be no loss. One of the 
fundamentals of our business is that 
there cannot be a fire loss without a 
fire. If a plant in Philadelphia is manu- 
facturing an article for which certain 
parts are made in Chester or Detroit or 
San Francisco or South America, it 
might very well be in case of a fire 
in any one of the plants last referred 
to, the Philadelphia factory would find 
its operation impeded or possibly sus- 
pended entirely, but that ‘would not 
entitle the Philadelphia factory to 
make a claim on its Use and Occupancy 
policies. 

“The case we have cited is not at all 
extreme, and is a fair illustration of the 
principle involved in the question you 
submit, and it follows that we cannot 
consider any allowance in this case for 
any possible interference in the opera 
tion of this washery.” 

An Adjuster’s Definition of U. & O. 

One of the adjusters constantly in 
touch with Use and Occupancy prob- 
lems was asked by a New York broker 
this week to give an explanation of Use 
and Occupancy. His explanation fol 
lows: 

Use and Occupancy covers in the 
first place the net profits which 
could be made on the factory out- 
put, and, also, such of the fixed 
charges and expenses as the manu- 
facturer cannot be relieved from in 
the event of fire. 

The broker retorted: “Well, then, 
When T sell a man a profit policy I am 
selling him a gold brick.” 

The, adjuster thereupon made the fol- 
lowing comment: 

“A manufacturer has three buildings, 
A, B and ©. In A and B he manufac- 
tures goods, which when finished are 
Stored in C, a warehouse. If a fire 
burns all three buildings there are two 
kinds of losses. First, there is the loss 
of profits that results because the goods 
already manufactured have been de- 
Stroyed and cannot be sold. There is 
also the loss of profits on the goods 
Which would be manufactured in build- 
ings A and B. Use and Occu- 
eames deals entirely with the future. 

rofits insurance deals entirely with the 
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125th Anniversary 
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NORTH AMERICA 


PHILADELPHIA 
ASSETS OVER $23,000,000 


FIRE, MARINE, AUTOMOBILE, Rent, Leasehold, Tornado, Explosion, 
Use and Occupancy, Sprinkler Leakage, Travelers’ Baggage, Parcel Post 
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U. & O. IN THE SOUTH 


Committee of Representative 


writers Has Question of Policy 


Forms in Charge 
The Eastern Underwriter 
Y Tupper, manager of the 
with headquarters in 


expression of opinion regard 


finished articles that were «¢ 
when fire occurred. 

“Profit insurance should not 
ten with the idea that it cover 
manufacturing end of the busi! 
only upon the goods that are 


Use and Occupancy insurance deals with 


the manufacturing end of the 


and relates entirely to such goods as 


were in process at the time o 


would have been manufactured during 
the period of total or partial suspension, 
and upon those goods which cover net 


profits plus such fixed charges 
penses aS must necessarily 


during the time the plant is shut down. 


“If you are going to say that 
Occupancy insurance’ covers 
what the use of those premise 


be worth you are getting nearly upon 
a basis of rental value, which is an en- 


tirely different proposition.” 


| 


je 


er 


J 
~ 


Atlanta, 


and Occupancy in the South. 
per said: 
Under- 
manufacturing concerns and 


men generally in the South have only 
recently awakened to the importance 


asked S. of Use and Occupancy and I 
Queen, This is largely due 
for an 

ing Use by the war in Europe. 


surance, 
impetus given many iines ol 


the acceptances of 

ym hand 
: textile where 

be writ- 
s on the 
1ess, but 


plants 


giving this indemnity. 


finished. “It must be recalled that it 
within the past twenty-five years 
in 
facturing enterprises of any kind. 


business the South has been a factor 
f fire or its own great staple—cotton 
many years shipped away to 
verted into cloth and yarns. 
Occupancy 
and ex- 
continue 
ject of insurance. A 
Use and representative 


*~s would 


vide all necessary covers.” 









A large, loyal, energetic Agency force, 


Prior 


Southern field were confined mostly 
conditions 


proven satisfactory enough to 


insurance, now that 
plants are running at full capacity, will 
undoubtedly become an important sub 
committee 
rom the 
ol 


underwriters f 
simply S. BE. U. A. now has the question 
policy forms in charge, and in 
ence with committees of other 
zations will soon be in position to pro 


Mr. Tup 


“As in other sections of the country 
business 


*rofit in 


» to the 
business 
thereto 
companies in the 


is only 
that 
manu 
Kven 
was for 
be con 
Use and 
our 


4 * ry 
* Q a ‘ 
4 CE 1 GP a = Lik) A a CP A) 
. Seeee (NATIONAL UNION i 
=<] s Fire Insurance Co. } 
(a; a awe’ a 
ay ry 
ra What we have proven to several thousand Agents we Ty 
ry stand ready to prove to you. ry 
4 If they HAVE been convinced — why shouldn’t you be C4 
& — willing to be? ay 
y Our contention is that the NATIONAL UNION isa 4) 
hi VERY GOOD Fire Insurance Company — we've been ad- ry 
= vertising it as such —- nothing more nor nothing less. tag 
ba: We believe when when we say “GOOD” we have said My 
(a) enough, considering the fact that the NATIONAL UNION has — {4 
ha; Ample capital and resources, va 
ry Capable and efficient management, és 
ry Strong directorate, bad 
4 Splendid line facilities, = 
if Excellent service, — My 
(a An honorable loss paying record, te 
na A high sense of justice, ny 
- Up-to-date methods, ry 
kag High grade field men, ry 
‘a 


You may be able 
act — today ? 


EFCEEESE 


ELEELELELELE EVE ee Les 


In fact, what does a real Agent desire that the 
NATIONAL UNION doesn’t have ? 


to get along without the NATIONAL 


UNION— but not so well — and ifnot so well — why not 
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ER 
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te 
Wes & 


ue 


= 


ee 


to 
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justify 


ot 


confer 
organi 


Bombardment Insurance 
(Continued from page 1.) 
partment whether it was a violation of 
law for a broker to write bombardment 
insurance in this State through London 
Lloyds. As to this question I referred 
him to Section 300 of the insurance 
law, which in effect makes it a mis 
demeanor for agents to write insurance 
in this State for unauthorized Lloyds 
associations. I also referred him to 
Section 49 of the insurance law which 
defines the meaning of the word 

‘agent’.” 

In other words the broker or agent 
placing this insurance in this State 
will lose his license unless the law i: 
amended. 

Penal Section 1199 

Considerable comment has been 
heard on the Street regarding Section 
1199 of the Penal Laws of New York 
State, which reads as follows 

“Any person, acting for himself or 
for others, who solicits or procures o> 
aids in the solicitation or procurement 
of policies or certificates of insurance 
from or adjusts losses, or in any man 
ner aids the transaction of any busi 
ness for any foreign insurance corpo 
ration who has not executed and filed 
in the office of the Superintendent of 
Insurance a written appointment of 
the Superintendent to be the true and 
lawful attorney of such corporation in 
and for this State upon whom all law 
ful process in any action or proceed 
ings against the corporation may be 
served, is guilty of a misdemeanor.” 

Before action by the District Attor 
ney is taken under Section 1199 brokers 
say that the provision of the Surplu 
Line law, permitting brokers to place 
insurance in unauthorized companies 
when they make affidavit that they 
cannot get the coverage’ elsewhere 
should be considered They ay that 
ii there is a real demand for bombard 
ment insurance on the part of the 
public, which is denied by statute, the 
right to secure such indemnity, they 


doubt if the District Attorne would 
prosecute 
Daily paper stories about the mil 


lions being “written” on bombardment 
are exagererated 


CITY INSURANCE CLUB 


J. J. Hartnet, of Geo. R. 
President of New 


Hess & Co., 
Organization 
Meeting on Tuesday 


At a meeting on Tuesday, the 
tion of the City 


forma 
Insurance Club was 
completed The object of the club i 
the promotion of good fellowship be 
tween the men engaged in all branche 
of insurance and it also has under way 
the establishment of a lunch club. An 
option has been secured on 
rooms, action upon which will be taken 
at the next regular meeting 


The officers of the 


suitable 


club are J. J 


Hartnet, Geo, R. Hess & Co., president; 
L.. P. Tremaine, Pacific Fire, vice-presi 
dent; Harry KE. Cox, Wilcox Peck 


Brown & Crosby, vice-president; P. La 
Tourette, Pacific Fire, secretary; J. F 
Hylind, Gibson & Wesson, assistant 
secretary; George Hodson, Newman & 
McBain, treasurer; and George J 
ley, Wickham & Kemp, 
arms 


Kins 
sergeant-at 


TWO LARGE U. & O. LOSSES 

Two Use and Occupancy losses have 
been reported from the West—each of 
them $1,000,000-—-and the various que 
tions which have arisen regarding use 
and occupancy will be threshed out in 
such a way that a great deal of much 
needed light will be thrown upon the 
subject, for the reason that the public 
adjuster in the case has had an un 
usually varied experience on U. & O 
acjustments. 
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No Opposition to 
New Standard Policy 


NEW YORKERS ATTEND HEARING 
IN ALBANY 


Bill Favorably Reported on Thursday— 


Has Approval of All Insurance 
Departments 
Albany, N. Y., March 28.--A number 
of insurance men came here to-day for 
the hearing on the new standard fire 


which is incorporated 
bill, (a 
and which will be 


insurance policy, 


into a legislative department 


measure), introduced 
throughout the country. 

The National Board was repre 
by Associate Counsel Doyle. 


sente | 
Others 
and J. J. 


present were David Rumsey 
Hoey, of the Continental; Julian Lucas 
and A. Clarence Hegeman, of the Fire 
Brokers’ Association of New York 
The Insurance Department was rep 
resented by Messrs. Phillips, Gordon, 
Lincoln and Merigold. 
W. B. Ellison, the well known insur 
ance lawyer, was also present. 


No opposition of any kind developed 


to the measure, 
The chairman of the insurance com 
mittee said that the bill would be re 


ported favorably to-morrow. 


DOCK HAZARD 


Hard to Place a Line, Although Every 
Pier is Guarded By Dozen 

Men 
broker this week was 
a $500,000 line on raw 
material from the time it left a ship 
to the time it started in transit, a period 
of a few days, at a rate lower than 50 
cents. His assured was willing to pay 
40 cents. The companies wanted all 
the way from 50 cents to $2.50. 

The broker The 
Underwriter: 

“Tt strikes me the companies are too 
timid in passing on dock lines. Every 
pier in New York City nowadays is 
guarded by several uniformed police 
men, by dock employes and by secret 
service men, to say nothing of detec 
tives. What's the result? Why you 
couldn't have a big fire except by way 
of explosion,” 


A New York 


unable to place 


said to Kastern 


FIELD CHANGES 

The Milwaukee Mechanics has ap- 
pointed W. M. Wakeman, Jr., State 
agent for New England and New Jersey 
(with headquarters at Boston, Mass.), 
to succeed Etienne Givernaud, who re- 
cently resigned. 

Mr. Wakeman formerly represented 
the Milwaukee Mechanics in New York, 
and that State will now be in charge 
of Robert Wechselberg, who previously 
had charge of the German Underwriters’ 
agencies of the Company in the States 
of Indiana, Ohio and Michigan. 


NEW NIAGARA DEPARTMENT 


J. C. Richters, of Syracuse, a gradu- 
ate of Rutgers, has been appointed 
manager of an improved risk depart- 
ment which the Niagara will start on 
April 15. 

G. H. Wilde, inspector of the Railroad 
lire Insurance Syndicate of New York, 

‘ aged in making the annual inspec- 


tion of all the Chesapeake and Ohio 
Railway Company's property. W. S. 
Greene, fire insurance inspector of the 
Chesapeake and Ohio, accompanies Mr. 


Wilde on tour. 


The German-Alliance will bea 


060,000 company. 


a $1,- 


ACKERMAN TO HOME OFFICE 
Popular Special Placed in Charge of 
Brokerage Department of National 
Union 


the 
known special agents in this ter- 
and the National 
Union, has been transferred to the home 


Frederick H. Ackerman, one of 


best 
ritory, representing 


office, where he has been placed in 


business. It is 


as Mr. Acker- 


charge of the brokerage 
a splendid appointment 
man is not only one of the most popular 
insurance men with brokers, but is a 
student of the business with a keen in 
sight into underwriting and knowledge 
of lines. He has had a wide experience, 
including the adjustment of losses in 


San Francisco after the conflagration. 


TEST CASE 


law 


REBATING 

A test of an 
im 1915, 
broker and his client may each be 


insurance enacted 


which provides that an insur 


ance 
fined $100 for every offense of rebating 


premiums, is scheduled to be made be 


fore Judge Carrick in the First Dis- 
trict Court, Jersey City. 
Joseph W. Taylor, an insurance 


broker of Jersey City, through Seiden & 
Milberg, has brought ten actions for 
$400 each, five against George J. Wolf, 
an insurance broker of 740 Ocean Ave- 
nue, and five against the latter’s client, 
Isaac M. Schackter, of 5 Paulmier Place, 
Jersey City. 


TO INVESTIGATE JERSEY SYSTEM 


The “American Agency Bulletin” says 
that the board of directors of the 
agents’ State association has appointed 
a committee to investigate the Atlee 
Brown rating system in New Jersey 
with a view to judging as to its ap- 
plicability to New York State. Gilbert 


T. Amsden of Rochester is chairman 


of the committee, 


PATERSON COMMISSIONERS 


The fire insurance agents in Pater- 
son, N. J., have been unable to agree 
about the commission question, it is 


reported, Several meetings were held. 


HEADQUARTERS IN GENEVA 

Beginning with April 1 the permanent 
address of John W. 
oO} the New Hampshire, 


Geneva, N. Y. His 
been in Buffalo, 


Wood, special agent 
will be in 
headquarters have 


Von Glahm & Ross Move 

Von Glahm & 
William St., 
William St. 


Ross, brokers at 123 
will move on April 1 to 95 





EK. F. FLINDELL 


123 WILLIAM STREET Telephone John 2330 NEW YORK CITY 


Representing 


SCOTTISH UNION & NATIONAL 


For the United States and Canada 


THE YORKSHIRE INSURANCE CO., LTD. 
For the United States and Cuba 


THE 








National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1917, to New York Insurance Department 





LIABILITIES 
CORE UN, BD GR ions cncvisicrovendceniepssienieravcnens $2,000,000.00 
Funds Reserve to Meet All Liabilities, Re-Insurance Re- 
serve, Legal Standard Shen nbekahencali Pain siniielsaidtis-adigta wasdenes aaa 9,912,715.84 

Unsettled Losses and Uther Claims..............cecccccocccces 1,878,398.32 

Net Surplus over Capital a ee ere 3,743,747.60 

Total assets January 1, 1917............ $17, 534,861.76 
H. A. Smith, President I. D. Layton, Ass’t Sec’y F. B. Seymour, Treas. 
G. H. Tryon, Secretary S. T. Maxwell, Ass’t Sec’y C. B. Roulet, Gen. Agt. 


SURPLUS TO POLICY HOLDERS, - =  $5,743,747.60 








American Eagle Fire Insurance Company 
of New York 


HENRY EVANS, President 


Rent Tornado 
Use and Occupancy 
Explosion : : 


Fire Automobile 


Sprinkler Leakage 
Profit 





FROM STATEMENT AS OF JANUARY 1, 1917 


(oC eonawrada ONE MILLION DOLLARS 
TT TTI TET TT eT Tree $2,902,448 
1,757,214 

eee TOTITT TS TTT eee 1,145,233 
(vbénseee dvceens $2,145,233 
$470,759 


eee eee ee ee eee eeees 


1916 Gain in Assets................ 


AMERICAN EAGLE—An American Institution 


Home Office: EIGHTY MAIDEN LANE New York 




















GENERAL 


OF PARIS 


FRED. S. JAMES 
GEO. W. BLOSSOM 
W. A. BLODGETT 














ASSURANCE CO. 


BRITISH DOMINIONS 


FRED. S. JAMES & CO. | 
| 








FIRE URBAIN NE. 


FIRE INSURANCE CoO. 


OF PARIS 





GENERAL INS. CO., Ltd. 


OF LONDON 





United States Managers 
NEW YORK 


Cc. B. G. GAILLARD 
Assistant "| 





123 WILLIAM STREET, 
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NEW JERSEY NOTES ADEQUATE | CG] ARENCE A. KROUSE & CO SATISFACTION 
FACILITIES = | LOCAL AND GENERAL AGENTS Batali Be. 
325 WALNUT STREET PHILADELPHIA PA. ALL LI NES 


PENNSYLVANIA NEW JERSEY 














a 








Important Mortgage ALL LINES 
Property Decision 


GIVEN BY NEW JERSEY COURT LOGUE BROS. & CO., Inc. 


OF ERRORS AND APPEALS Fire—Casualty—Automobile Insurance 


Nation-Wide Facilities for Handling SURPLUS LINES 
307 FOURTH AVENUE PITTSBURGH, PA. 











After Fire Company Paid to Mortgagee 
Amount of Mortgage—Assignment 
of Decree 











for cancellation, as well as to compel 


Where the owner of, mertanned the company to pay to the complainant SCHAEFER & SHEVLIN 


the difference between the face of the 


premises, procured a policy of insur- policy, and the amount paid to the 2 LIBERTY STREET GENERAL AGENTS NEW YORK, WN. Y. 
ance, in her name, with the usual mortgagee. The insurance was effected muouR Fine Representing 

mortgagee clause contained therein, fe inane te hy ube gens Se DUBUQUE FIRE AND MARINE INSURANCE CO. 

: re ae ae : a ense, payable to her subject to e Excellent Facilities for Handling Suburban and Out Of Town Business 

and after a fire the company paid to \.ya)mortgagee clause. It must be Phone: John 2312 


the mortgagee the amount of the mort- o}lvious, that the claim of the complain- 
gage, and took an assignment of the ant, if acceded to, would result in her 
mortgagee’s interest in the bond and enrichment by this investment, over 
mortgage, as well as an assignment of and above her loss, to the extent of 








64th Annual Statement 














a final decree on foreclosure of the $2.779.85 and since fire insurance is OE cutidinssiubkvennasencmenl $5,036,003.01 
mortgaged premises, and proceeded to conceded to be a method of indemnity DT didcubticcenentnapeieseus 2,296,861.95 
enforce the decree, the New Jersey for loss, and not a speculation for gain ’ easier: teeeeeeeeeeens payee] 
Court of Errors and Appeals holds that ¢: gamble, the effort to reconcile these of Watertoron. 1B. Surplus to Policyholders ......... 2,739,141.06 
the owner of the equity of redemption conflicting claims upon equitable prin _" _ a is ome ow 
was entitled to a credit upon the ciples must be pursued with that funda F. Fr. BU ELL, roy, N. Y., Special Agent......... NEW YORK STATE 
decree, to the extent of the pro rata mental doctrine in mind,-Insurance Co, E. J. PARMELEE, Syracuse, N. Y., Special Agent.. NEW YORK STATE 
share which the company would have vs. Bailey, 13 Wall U. 8S. 616, Fire Assn. GEORGE SHAW, 116 Milk St., Boston, Special Agent.. NEW ENGLAND 
2 icra ay > toao . -¢ Se > nzer, 83 N. J. od. a 7 . ae . . a . " . ao 
been obliged to pay to the mortgagor, ‘.. Schellenser, 83 N. J. Hq. 144 F. L. GILPIN, JR., 422 Walnut St., Phila., Special Agent. MIDDLE DEPT. 
upon an adjustment of the loss, between Rights of Mortgagee 
the company and its co-insurers. The The rights of the mortgagee and the 
case was Florence E. Palmer vs. status of the mortgagor, under this pol 
Niagara Fire. icy were radically different, so far as INCORPORATED 1794 
Judge Minturn’s Opinion liability of the company is concerned. THE 

The opinion of Judge Minturn fol- In the former case its liability was co- : I R. A s & A NY 

lows: extensive with the amount of the mort- NSU Nee OMP A\N} 


The complainant was owner of real gage, where the policy was sufficiently 


estate in Elizabeth. On March 11, 1911, large to cover it, not exceeding the lia- S Py 
she executed a bond and mortgage bi:'ity of the company to the mortgagor. TATE OF ENNS| Y/ (LYVAINIA 


t'ereon to John A. McFadden, as guar- In the latter instance the extent of 
dian, to secure payment of $3,500. She the company’s liability depended upon 308 & 310 WALNUT ST., PHILADELPHIA, PA. 


procured insurance on the property the extent to which all co-insurers, un ape é. ae 
from three companies, aggregating $14- der the clause for that purpose were CASH CAPITAL, $1,000,000.00 

iC), among which was a policy from the Jezally obligated to contribute to the LIABILITIES, $2,585,923.98 ASSETS, $4,012,344.68 
Niagara Fire for $3,500. This was the loss.—Wiggin vs. Suffolk Ins. Co, 18 . " i a a 
only policy containing the usual stand- piek pote .) 146, 14 R. C. L. 482 and SURI LU S TO ] OLICY HOLDERS, $1,426,420.70 
erd mortgage clause, with a right of Cases cited. ; ma 

subrogation upon payment of the  ‘I'his iatter amount having been de AGENTS WANTED WHERE NOT REPRESENTED 
amount due to the mortgagee. The termined, the liability of the company 
latter foreclosed his mortgage, and on to the mortgagor must be accordingly 


December 18, 1913, obtained a decree limited egardless of what might be 

for $3,225 with interest. A fire oc- its liability to the mortgagee. 

curred on December 20, 1912, complete- The result is that the limit of the or ~ S Uu SG A 
ly destroying the insured premises. cemplainant’s recovery, upon the pol 


Suit at law upon the other policies re- icy, in a court of law, would be the 

















quired the Scottish Insurance Company company’s pro rata sdare of the total INSURANCE COMPANY 

to pay complainant $2,460, for its pro- less, based upon the  co-insurance OF HAMBURG, GERMANY 

portion of the loss, and the Northern clause of the policy. It is apparent ESTABLISHED 1857 

Insurance Compé Oo pay $2,150 for therefore, that the two liabilities in STATEMENT JANUARY I, 1916 

its rane a oo eee herent in the policy, are totally distinct POO 00.0bbnvdrerscesesecsececesceceses $2,063,315 

Right of Subrogation and independent, and productive of Liabilities ......ccseces Co ccccccccccceces 922,699 

The proportion which the Niagara different results in each instance. SOUND coccvencestesesscesccsscoeand tees 1,140,616 

would have had to pay the complain- Rights of Mortgagor UNITED STATES BR/ NCH 

ant, under a policy devoid of the mort- The rights of the mortgagor must be 123 WILLIAM ST., NEW YORK 

gagee clause, as its contribution to the determined, not by the claims of the ds Phe LENEHAN, United States Manager 

lcss was conceded to be $1,388.16. Hav- mortgagee upon the policy, but by the AGENTS WANTED IN PRINCIPAL CITIES AND TOWNS 





ing paid the mortgagee his full claim of legal right accorded to the mortgagor; 
$3,416.67 it now insists that so far as and upon that principle only, can the 


this complainant is concerned, it is liability of the company in this instance Caledonian Insurance Co. of Scotland 


Over-paid upon the policy, the differ- be predicated. 





ence between its proportionate share of The right of the company to be sub FOUNDED 1805 

liability, under a policy devoid of the rogated to the rigats of the pe ag “THE OLDEST SCOTTISH INSURANCE OFFICE” 
wortgagee clause, and its actual pay- under the provisions of the policy be we 

ment to the mortgagee, viz.: $2,028.51 ing manifest, (Hare vs. Headley, 54 N. UNITED STATES HEAD OFFICE 

ard to that extent it claims the right to J. Eq. 545) the equitable doctrine o! Caledonian Building, 50-52 Pine Street, New York 

exercise and enforce its privilege of subrogation must be so effectuated, as “7 . +1 - . 
Subrogation. To that end it obtained to do equity between the parties accord: CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 
from the mortgagee an assignment of ing to their legal rights, as herein in- NEW YORK CITY OFFICE 

his securities and final decree, and an dicated, by crediting upon the decree Golden Hill Building, 59 John Street, New York 


agreement of subrogation, and in the the sum which the complainant would 
attempt to enforce its claim is opposed be entitled to receive from the com - 
by the complainant { ar the co-insurance provision 

who filed this bill peny, under the co-insuré ] — 
fo enjoin the insurance company from of the policy, with interest. ° THE YORKSHIRE INSURAN( E COMPANY, LTD., 
enforcing its demand. To that extent the decree appealed OF YORK, ENGLAND 

The bill also seeks to compel the from will be modified and in other re | he Oden POLISHED 18 » oe 
syPPred ; . averse The “Yorkshire” he Oldest a Strongest of the ‘ Companies no Miata 
Surrender of the bond and mortgage srects reversed. The “Verkshise” t¢ th Nessie oo cael in the: Eiakied Eee or . Bem 
U. S. BRANCH 


WALTER F. ERRICKSON Harry F, Wenvig, Branch Geconery Freak Benes Testlprescth 











38-: s . 5 illi St., New York NO. 80 MAIDEN LANE, NEW YORK 
8-40 Clinton St., Newark, N. J. 95 William . New York Life Insurance and Trust wits U. _- Trustee, No. 52 Wall bsg New York 
Representing DEPARTMENTS—-METROPOLITAN, Wi S. Brown & Co., Managers, New Y 


THE GERMANIA FIRE INS. CO. N. Y.; CAROLINA-VIRGINIA, Harry KR. Bush, Manager, Greensboro 


} 
SOUTHEASTERN, Dargan, Turner & Pattillo, Managers, Atlanta, Ga.; LOUIS. 
For Automobiles J AMA an 4 M. ASSISSIP VI, Jas B. Ross, M anager, Ne + Orle ins, J ¥ PAC 1] IC 
. pe, ° > is. ° inston, anager, J. \ imuitor ar ) jure elly, Assistan 

Special facilities for out-of-town business. Managers, San Francisco, Cal, ‘ 
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Predicts $100,000,000 


Compensation in 1917 


NORMAN R. MORAY SAYS FIRE 
BUSINESS WILL BE PASSED 


Annual New Jersey Casualty Banquet 
—Whitney Says Problems Are 


Being Solved 


the 
made 


Norman RR. Moray, manager of 
Hartford Accident & 


the 


Indemnity, 


a statement at annual dinner of 





the Casualty Underwriters’ Association 
o| New Jersey in Newark last week, 
that the premium income from compen- 
sition business this year will be over 
$100,000,000 including risks of carriers 
of all character He said that the 
compensation business is bound to ex 
ceed the fire insurance business in a 
few years in premiums. The companies 
have made some blunders, but these 
are being corrected, and he felt that 
the new higher rates will make it 


possible to carry all lines of business, 
good or bad. He, therefore, made a 
plea to agents to get the correct rates, 


intimating that if rates were too low 
the number of companies would be re 
duced, and, therefore, the number of 
opportunities for agents would be 
fewer. 


Moray said that logical place for 
insurance was in the 
because they are 
and in every 


Mr 
compensation 
companies, 
equipped scientifically 
other way to handle it. 

Connecticut Preparedness 

Mr. Moray was recently appointed 
a member of a committee of five to 
make a preparedness census of Con- 
necticut. He told what had been done 
in finding out the strength and weak- 
ness of the State’s military resources 
and in getting a line on the sympathies 
of citizens and their willingness to co 
operate. Mr. Moray had charge of the 
compilation of the data secured and ‘is 
talk was heard with the greatest in- 
terest. 


stock 


Twelve Branch Bureaus 
Manager Whitney, of the Bureau, 
intimated that the time was coming 
when there would be no non-conference 


companies. He said that the branch 
bureau system was making wonderful 
progress and that already there were 
a dozen of these bureaus. He said that 
Field Superintendent Garnett, who has 
been traveling for six months in the 
field organizing brane’) bureaus’ will 
remain in New York, his chief work 


heing to keep track of branch bureau 


work. 

W. B Tomlinson, of tie home 
office of The Travelers, who was in 
troduced as the “international doctor 
of disability insurance,” made a strong 


taik for mental poise in salesmanship. 
He said the four principal factors in 
sulesmanship are attention, interest, 


desire to and supply and de 
mand. A home office representative of 
the Zurich also spoke. 


possess 


TRAVELERS CLUB BANQUET 

The Travelers Club of New York, con- 
sisting of members from the four branch 
offices of the Travelers Insurance Com- 
pany in Greater New York, held its first 
annual beefsteak dinner at Mouquin’s on 
March 22. About two hundred members 
of the Club were present. Among the 


home office officials present as honor 
suests were B. A. Page, vice-president; 
Db. N. Case, chief claim adjuster; James 


H. Coburn, 
Indemnity 


secretary of the Travelers 
Company; Walter EK. Batter- 
son, assistant secretary, liability depart- 
ment; John L. Thompson, superintend- 
ent of the engineering division; and the 
Honorary President of the Club, James 
G. Batterson, resident director in New 
York. 


MARYLAND FIGURES 


Three Companies Received More Than 
$306,000 in Premiums—Employers’ 
Lead Foreign Companies 


The subjoined table shows the gross 
premiums received and gross 
paid by casualty and surety companies 
in Maryland for the year 1916: 


losses 





Accident 
Health Automobile 
Plate Glass 


Burglary Liability 








FIDELITY & DEPOSIT CO. 
OF MARYLAND 
BALTIMORE 


Fidelity 


Contract Judicial 
Public Official 
Depository Bonds 








Gross Losses. Recommend Premium 


Gross Paid Less 

Premiums Re-in- 

Received, surance. 

Aetna Ace, & Lia $46,822 $18,200 
Actna Life (A. & L.) 117,605 53,941 
Ame Credit Indemnity 13,639 2,643 
Amer. Indemnity ........ 7,954 1,653 
Amer, Mutual Lia. ...... 24,308 2,906 
Amer. Surety seer ea 18,097 1,980 
Chic. Bonding & Surety. 777 . 
Col, Nat. Life (A. & H.) 6,218 3,534 
Commercial Casualty 37,643 14,157 
Commonwealth Casualty. 7,927 1,349 
Ct. Gen, Life (A. & H.) 3,857 696 
Continental Casualty .. 19,894 4,591 

Employers’ Indemnity 3,749 
Federal Casualty as 2,350 1,325 
Fidelity & Casualty..... 152,623 54,990 
Fidelity & Deposit 310,439 70,012 
Georgia Casualty ......-. 40,120 16,432 
Globe Indemnity oer 44,953 8,562 
Great Eastern Casualty. 25,229 9,020 
Hartford Acc, & Ind.... 29,172 5,760 
Hartford Steam Soiler.. 20,570 271 
International Fidelity 1,460 6,341 
Lloyd’s Plate Gilass...... 1,931 808 
London & Lan. Ind.. 14,184 3,468 
Loyal Protective ........ 4,067 3,039 
Manufacturers Liability.. 68,709 15,577 
Maryland Casualty 370,681 92,084 
Masonic Protective 10,609 6,073 
Ma Acc F 3,498 2,075 
Mass, Bond, & Ins 46,921 14,166 
Met. Casualty errr er 4,593 1,299 
Met. Life (Disability) 5,088 2 B84 
National Casualty ...... 5,467 2 046 
National Life (1II11.) 30,219 13,604 
National Relief 10,496 5,344 
National Surety i 31,130 8,530 
New Amsterdam Cas . 169,414 419,766 
N. Y. Fid. & Plate Glass 4,222 999 
N Y. Plate Glass 2,342 428 
North American’ Ac« “a 16,980 5,700 
Pacific Mut. (A. & H.,).. 6,700 2,960 
Preferred Accident 21,887 10,053 
Prudential Casualty 17,858 6,139 
Red Men’s Fraternal 2,053 938 
Reliance Life (A. & H.) 1,901 448 
Ridgelys Protective 6,000 3,851 
Royal Indemnity 418,235 14,438 
Southern Surety 8,884 25,078 
Standard Ace atoca laine sais 46,828 16,487 
Travelers Indemnity 19,087 6,211 
lravelers Pawn aes 158,212 52,253 
D, B.. Camgnlty, ccccvezess 36,638 7,386 
Be Be. Be A Ghicenennasceas 310,680 136,435 
Foreign 

Employers Liability 148,311 41,678 
Frankfort General ....... 9,795 3,585 
General Accident 28,993 9,137 
London Guar. & Ace 51,707 13,219 
Ocean Acc, & Guar 42,457 16,845 
Zurich General 26,190 1,960 
Total ..++$2,728,373 $875,474 


NORTH AMERICAN 10 YEARS OLD 

The tenth anniversary of the North 
American Life, of Chicago, was cele- 
brated by the officers and staff of the 


Company by a banquet held last week 
ut the Hotel Congress, Chicago. It was 
then announced that the total insur- 


ance in force was now $34,000,000 and 
that $4,000,000 new business had been 
written since January 1. 
LICENSED IN CONNECTICUT 
The Continental Casualty on Friday 
was licensed to all liability lines in Con- 
necticut. 


Loading of 39% 


BY CARRIERS RE- 
RATES 


AT 
VISING 


ARRIVED 


How Various Percentages Are Allotted 
—Home Office Administration 
612% 

The committee of the insurance 
carriers which has recently completed a 
general revision of the workmen’s com- 
pensation rates for New York and other 


States has recommended for New York 
9 total loading of 39 per cent. This 
loading is made up of the following 


items: 
Acquisition cost, 17% per cent.; home 
office administration, 6% per cent.; in 


vestigation and settlement of claims, 
6 per cent.; inspections and accident 


prevention expense, 3 per cent.; payroll 
audits, 14% per cent.; taxes and other 
governmental impositions, 1144 per cent.; 
maintenance of State industrial com- 
mission, 1% per cent.; underwriting 
profit, 14% per cent.; total, 39 per cent. 


NEW RATES SHOW 20% ADVANCE 





On Wednesday Superintendent Phil- 
lips announced that he had approved as 
adequate the new compensation rate 
tariff of the insurance carriers. It is 
estimated that the new rates will be 
upon the average about 20 per cent. 
higher than those which are superseded. 
They become effective March 31, mid- 
night. 

NEW AMSTERDAM CHANGES 
E. C. Schuchhardt Transferred From 


New York to Home Office—W. C. 
Baumann His Successor 


Schuchhardt, who has been 
the liability department 
Am- 


transferred to 


KE. C. 
counterman of 
of the New York office of the New 
sterdam Casualty, was 
the home the 
week where he has been appointed as- 


office of Company this 


sistant superintendent of the liability 
department. William ©. Baumann, for- 
merly counterman of the liability de- 


partment of the United States Casualty, 
has been appointed to succeed Mr. 
Schuchhardt in the New York office of 
the New Amsterdam. 
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(jeneral Accident 


FIRE AND LIFE 


ao ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 4° & WALNUT STS. 
PHILADELPHIA 








Casualty Companies 
Entering Group Field 


COMBATS = STATE INSURANCE 
SAY EXECUTIVES 


North American Accident, Detroit and 
New York Companies Plan to Start 
Writing Immediately 


The North American Accident, of Chi- 
cago, one of the Detroit companies, and 
a New York company plan to start writ- 
group accident-health 
within a week. In addition to 
three inquiries 


ing insurance 
these 
have been 
the 


commissions, 


companies 


made by many companies in busi 
the 


etc., of this business. 


ness as to coverage, 


rates, 

The 
viewed several 
the group. insurance. It 
seems to be the general opinion that it 
is the successful plan to combat the de 
Wand for State insurance. They point 
out that it is the ideal way to write in 
dustrial business both from the view 
point of the employer, employe and 
the company; it precludes the operation 
of irresponsible agents and insolvent 
companies; and, because of the reduc 
tion in acquisition expense through the 
writing of a large group and the 
tematic and time saving method of col 
lecting premiums, it permits the com 
panies to give broader coverage for less 
premium. 


Kastern Underwriter has inter 


company executives on 


writing of 


SYS 


New Name for Factory Insurance 

The desire on the part of companies 
to assume the writing of group insur 
ance jis the result of a demand for this 
form of protection which has been re 
marked by nearly every company writ 
ing accident-health business. Group in 
surance as it is written to-day is prac 
tically a new name for what was known 
insurance 


as factory twelve years ago 
and a man who had charge of the fac 


tory insurance department of one of 
the companies at that time said on Wed 
nesday that the reason for the 
revival of this form of insurance is the 
changed relations between the employe 
and employer. He also said that where 
as it had been necessary for him some 
times to spend several days to get one 
employer interested twelve years 
he has been given to understand that, 
in each of the large groups that have 
recently been written, the first move has 
come from the employer. He said that 
formerly employers did not care par 
ticularly what became of their employes 
because they could always get more. 
To-day, however, he says, employers are 
doing everything to prevent their work 
ers from migrating. 


great 


azo 


NEW ACCIDENT POLICY 


The Standard Accident, of Detroit, 
will shortly issue a new policy called 
the Pacific Accident. One of the com 
binations for a selected risk on the new 
form, principal sum $1,000, pays 4 
monthly accident indemnity of $100. 
The annual premium will be $10. The 
policy also covers accumulations, 
double benefits and surgeons’ fees. 
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ARGUMENTS MADE AT ACQUISITION COST HEARING IN ALBANY 


Full Report of Albany Hearing 
(Continued from page 9.) 
insurance is practically compulsory; it 
requires comparatively little effort 
aside from the competitive effort—on 
the part of the agent or broker to ac- 


quire or secure the business. This 
effort consists chiefly of inducing the 
manufacturers to insure rather than to 


qualify themselves to carry their own 
risks or of inducing them to select stock 
in preference to mutual companies or 


State Fund. The policyholder must in- 
sure—therefore, the demand is already 
created. 

“In States like [linois a different 
condition exists, and the cost of ‘ac- 
quiring’ the business is’ relatively 
greater. The insurance is not compul- 
sory; in fact, operation under the law 


is not compulsory. 

“Many large employers (in one in- 
stance almost every employer in a very 
large industry) elect against the com- 
pensation law and there are a great 
many concerns under the compensation 


law which are not insured at all or 
which insure in the cheapest manner 
possible, under reciprocal or inter-in- 


surance plans, ete. 


“It will readily be seen that much 
more effort is required in States like 
this to secure the business, and the 
acents in such States are clearly en- 
titled to a higher rate of compensation 
than in States like New York and 
Massachusetts. 

“The Supreme Court of the United 
States having finally determined that 


compulsory workmen's compensation 
laws are constitutional, it is to be hoped 
that all States will now enact com- 
pulsory laws and laws as nearly uniform 
as possible, whereupon many eflficien- 
cies and economies can be brought 
about. 
Distinction Between Service 
“My second point is the distinction 
between the service rendered by agents 
and particularly general agents of 
casualty companies——-and the service of 
brokers (so-called). The agent or gen 
eral agent is compensated under the 
heading of commission or ‘acquisition 
cost’ for valuable services which are, 
in fact, in no way directly related to 
the acquisition of the business. 
“A well organized general agency has 


much to do with the establishment of 
rates, the making of inspections and 
also the adjustment of claims. For his 
commissions, he not only solicits the 


insurance but educates the employer as 
to the necessity of safeguarding his 
machinery and adopting every possible 
method of protection against accidents. 

“A great proportion of the agent’s 
time is spent in preparing the schedules 
and securing the data and information 
upon which equitable and fair rates 
without discrimination as between pol 
icyholders are based, and it is the 
agent’s business to assist the employer 
in the introduction of safety organiza 
tions and campaigns within the various 
manufacturing plants in his district. He 
must serve on committees whose duty 
it is to apply the rates and interpre. 
the rules regarding ratings, etc. He 
must assist the policyholder to an in- 
telligent understanding of the compen 
Sation law and his duties under it, as 
well as an understanding of the insur- 
ance contract. 

“The intelligent 
Seeks in every way to induce every 
policyholder to put his plant in 
nearly a state of perfection as possible, 
thus reducing the hazards and incident- 
ally reducing the rates. 

“After risks are properly rated and 
the policies intelligently written, there 
continues throughout the policy year an 
almost 


and efficient agent 


as 


lost daily service in the matter of 
ee in the prompt and satisfactory 
‘andling of a large number of claims. 


“There are in addition to this many 





incidental services required of the 
agent who directly represents a_ well- 
managed company and at the same time 
efficiently serves the interests of his 
policyholders and clients. 


Not All Acquisition Cost 


“It will readily be seen that all this 


is not in any sense ‘acquisition cost’ 


and the compensating of all this ser- 
vice—if it is to be construed under the 
heading of ‘acquisition cost’—should 


provide some method of differentiating 
between services thus rendered by 
agents, general agents and local agents, 
as distinguished from the mere cost of 
acquisition by brokers, where the 
branch offices through salaried em 
ployes of a company render all of the 
incidental service. 

“On the present basis of 17% per 
cent., IT am prepared to concede that 
10 per cent. is a reasonable rate for 
acquisition pure and simple and that 
easily the other 7% per cent. is really 
a compensation for the valuable ser- 
vices rendered, not at all in the nature 
of acquisition cost. 

“It should be borne in mind that the 
agency or general agency of which I 
speak has organization expenses rang- 
ing from three to 7% or even 10 per 
cent., where considerable territories are 
included, no part of which is strictly 
acquisition cost. 


“IT am sure that intelligent public 
officials, such as Superintendent Phil 
lips, as well as insurance company 


officials, will readily concede the value 
of the additional service rendered by 
certain classes of agents and the jus- 
tice of additional compensation for 
such services, whether such services 
are rendered by salaried employes in 
branch offices or by general agents who 
are compensated in proportion to the 
volume of business handled and the 
nature and importance of the work 
performed. 

“This question is a_ big question. 
The insurance commissioners will, | am 
sure, have in mind the great difference 


of conditions as they exist at the pres 
ent time in different States, and IT am 
quite assured they will not overlook 
the difference or distinction between 
independent brokers (so-called) and 
the acquisition cost and overhead 
charges of branch offices and the 
commissions which are paid to com- 
pany agents who devote their time 


exclusively to the interests of one com 
pany and perform many functions in 
addition to the mere acquisition or se 


curing of the business.” 
Resume of Mr. Eckert’s Talk 

John A. Eckert, former president of 
the Fire Brokers’ Association of New 
York, the next speaker, said: 

“T have been in the insurance busi- 
ness thirty-five vears and have had 
splendid opportunity to note the rela 


tions between the broker, the agent and 
the assured. J think that the broker is 
a considerable factor in the prevention 
of expense. We reduce the rates on 
ninetenths of the compensation rates. 
Companies realize that brokers are able 


to get along with the insured and 
represent their interests correctly.” 
Mr. Eckert told of an assured with 
a payroll of $1,000,000 insured in the 
State Fund. At the expiration of the 
policy the State Fund started to ad- 
vance the rate. The policy was then 
piaced with a stock company which 
after a week on its books decided to 
cancel. The broker made an investiga- 
tion, and discovered that there were 


quite a number of accidents each day. 
Tien too the medical bills were rolling 
up. An employe would leave, see a doc- 
tor for reason or other, and re- 
main away for several days. 
The brokers looked into it 
stalled a hospital equipment 
ployed a nurse, and the 
wondered why this was never 


some 


and in 
and em 
assured 
sug 


gested before. In 
the accidents had been reduced thirty 
to forty per cent. This is now as good 
a risk as there is in the metropolitan 
district. The broker knew what to do. 

“We will prove to you that we per- 
form a much needed service, and earn 
every dollar we get,” said Mr. Eckert, 
“but we do not know what will happen 
if commissions are reduced.” 

In the case of the $1,000,000 risk the 


one week's time 


State Fund attempted to increase the 
rate. The difference in rate was due 
tc no other reason than carelessness. 
It did not take the broker long to see 
what the trouble was. No insurance 
company looks after the’ insuring 
public’s interest as does the broker. 
The broker is the fifth wheel in the 
insurance business. By forcing him 
out of the business it will mean a big 
less to the public, which will not go to 
the insurance companies for its insur 
ance. The public can’t get business 
from the companies any cheaper than 


new. 
ium 


The man who pays a small prem 
should be looked after as well 
the man who pays a larger premium 
The broker makes it possible for this 
to be done, said Mr. Eckert. 

Edward H. Warner, of Buffalo, repre 
senting the Local Agents’ Association, 
seid that in his opinion there should be 
no cut in commissions. He told of the 
difficulty in getting business, particular 
lv in sparsely settled parts of the State, 
There are in the State of New York a 
number of general agents, who in turn 
appoint local agents The local agent 
gets his 10 per cent. of the business 
and the general agent 7'% per cent. The 
ofice must maintain a complete record 
of the business, keep in touch with 
claims that the insurance is prop 
erly written. 


as 


80 


Companies are anxious to retain small 
business as it is for an 
agency force. 


necessary 


“My clients are satisfied that | am not 
overpaid. The best insurers in the busi 
ness give you their business because 
you are the man who is going to step 
in the breach when needed. They think 
that the agents earn their commission 
The agent soliciting does not find much 
trouble in getting the business. He is 
underpaid for the service.” 


Mr. Warner declared that the time is 


inopportune now to do anything. On 
behalf of the agents of New York he 
asked that the superintendent defer 
action for at least one year. * 

“The situation is one of the worst 
that has ever confronted a set of sales 


men in the history of the business,” 
continued Mr. Warner. “We stand to 
day convicted before the public as a 


set of men who have wilfully misrepre 


sented their words. The assured feels 
it certain that in the interest of safety 
in their plants we will save them 


erough in premium to pay for improve 
ments. But if we can’t stay in business 
ve shall have to go and tell them tat 
the money spent will do them no good 
and they are going to lose the benefit 
o” all the money.” 


Calls “Acquisition Cost” 
Inappropriate Expression 


There was read to the Superintend 
ent a portion of the description of the 


Gray An 


duties and responsibilities of agent: 
made by Fred I. Gray, president of 
the National Council of Insurance Fed 
erations. Mr. Gray said that it is high 
time for some more appropriate term 
than “acquisition cost,” which should 
be coined to define the remuneration 
received by insurance workers. The 
term would seem to imply that these 


men are paid for nothing, and do noth 
ing except acquire or produce business 

that they are mere salesmen, lineal 
descendants of those old-time insurance 
“canvassers” whose function it 
was to get the applicant’s signature, 
“on the dotted line,” and his check for 
the premium. “Yet how different is 
the fact,” he said. “No longer do 


sole 


agents succeed in any branch of 
apce by mere glibness In this 
ever-increasing efficiency they must 
know their business, be quick to 
the real needs of their customers and 
how best to supply them. And in this 
new field of workmen's compensation, 
far more than elsewhere, they must be 
prepared to render a day in and day 
out service of the most exacting kind.” 
In discussing service, he said: “First 
all, the efficient casualty agent or 
broker must thoroughly familiarize him 
self with the terms of the compensa 
tion law of his State. He must be pre 
pared at all times to explain clearly to 
his customers and their employes the 
legal effect of any of its numerous pro 
visions. And as a condition precedent 
to the successful soliciting of business, 
he must acquaint himself fully with the 


insur 


age Ol 


see 


Or 


operation of the ‘individual merit rat 
ing system,’ now quite commonly em 
ployed by casualty companies in con 
nection with all factory risks, so that 


after an examination of the voluminous 
ard highly technical report of Sis com 
pany’s mechanical inspector (disclosing 
the precise physical and moral condi 
tions surrounding the plant to be in 
sured) he can intelligently point out to 
iis owner how the insurance rate may 
lowered by the installation of ap 
proved safety devices and the adoption 


be 


of standard safety requirements. If he 
fails to do these things some wide 
awake competitor will assuredly do 
them for him-——and, by quoting a lower 


rate, capture the business. 


“And his work in this direction is by 
no means ended, even after he gets an 
order for the insurance, because, under 


the rules, the employer is entitled to a 
re-inspection and re-rating of his risk 
stated subsequent periods If, as 
frequently happen all possible 
provements have not been made in 
first overhauling of the plant, the agent 
Who handles the insurance should 
his competitor will) continually remind 
the employer of the additional improve 
ments which, if made, will produce a 
still further reduction in the rate.” 


(or 


Rivalry 
Other points made by Mr. Gray in 
part, follow 
“Unquestionably this keen and con 


stant rivalry among casualty agents in 
their efforts to show employers how to 
reduce the insurance (supported 
as it is, by the splendidly equipped in 


cost 


spection and engineering departments 
of their respective companies) is to 
day proving the most potent single 


force in the land in the furtherance of 
the great cause of accident prevention 
These agents have a direct pecuniary 
incentive to keep everlastingly after 
the matter—an incentive which, even 
had the State a like svstem of merit 
reting, would be entirely lacking in a 
wlaried public official. Could any more 
practical or effective means be devised 





RESPONSIBLE PARTY, ex- 


cellent references, has been 
associated 8 years in the 
insurance business, 5 as 


special agent for one of the 
largest underwriters of mis- 
cellaneous lines, is desirous 
of making a connection with 
reliable insurance company 
as their Detroit or Chicago 
representative, either in the 
‘apacity of general or spe- 
cial agent. Please refer 
communications to 
“WESTERN” 

Care of 
The Eastern Underwriter 
105 William Street 
New York City, N. Y. 

















18 


THE EASTERN 


UNDERWRITER 


March 30, 1917. 





ARGUMENTS MADE AT ACQUISITION COST HEARING IN ALBANY 


to encourage the systematic safeguara 
ing of the lives and limbs Of working- 
men? And is it not far more important 
te prevent the accident in the first in- 
stance than to compensate its victim 
alterwards? Yet how little, apparently, 
do those of our friends in the labor 
unions who are clamoring so loudly 
for so-called State insurance appreciate 
what all this means to them! 


Incentive 


scarcely less im- 
the casualty agent 


second and 
portant function of 
or broker is to keep in close touch 
with all claim adjustments. This, als, 
he is bound to do from motives of self- 
interest, if nothing else. He knows 
that if the employes of his client are 
not completely satisfied with the man- 
ner in which their claims are settled, 
the insurance will be transferred to 
sume competing company on expira- 
thon, and as his bread and butter are 
dependent on the retention of old as 
well as the production of new busi 
ness, he perforce maintains a constant 
and vigilant watch to see that any 
reasonable doubt regarding the merits 
of claims is resolved in favor of the 
beneficiaries. What employe of the 
State, under any known or _ proposed 
ssstem of governmental insurance, 
would have the same pecuniary incent- 
ive to see that claimants receive prompt 
and liberal treatment? Here again one 
is moved to amazement that any in- 
telligent workingman should be in 
doubt as to which of the two systems 
best protects his interests. 

“In addition to the above described 
duties, the agent performs innumer- 
able others in connection with the 
routine of this highly complex form of 
insurance, which, though indispensable 
te its proper administration, we shall 
not dwell on here. And for all his 
arduous labor he receives the munifi 
cent compensation of 10 per cent., or 
possibly 12% per cent., commission on 
his sates! Yet solely through his 
activities the company he represents 
is enabled to secure that large volume 
oY business and consequent diffusion 
of risk so essential to its success; 
largely through his persistent and 
painstaking efforts the whole system 
of workmen's compensation is made 
understandable and serviceable to the 
public. Under some crude State fund 
plan he can, of course, be done away 
with, but with him must go much that 
inakes compensation insurance’ s0 
genuinely beneficial to both employer 
and employe. On this point there can 
hy no possibility be two opinions among 
these familiar with the real facts of 
the case. 


“The 


Sub-Agents 


“And the casualty general agents and 
district managers, most of whom also 
work on a commission basis, what of 
them? They receive the maximum of 
17% per cent. allowed under the ruling 
oi the New York State Insurance De- 
partment, but out of this must pay the 
10 per cent. or 12% per cent. commis- 
sion earned by their sub-agents, brokers 
and solicitors, also the salaries and 
expenses of their traveling special 
agents. They exercise responsible 
supervision over the business of their 
companies in territories which are 
often of extensive size, and must main- 
tain at their own expense large and 
well equipped organizations. As a class 
they are men of ripe business exper- 
ience and unusual administrative 
“upacity, and of course are thorough 
masters of the subject of workmen’s 
cempensation in all its bearings. Not 
only must they be familiar with the 
laws of their own States and the insur- 
‘nce rates and regulations affected 
thereby, but they must also be con- 
versant with like matters in other 
States, Many of their customers do an 
inter-State business and naturally ex- 
pect them to look after their interests 
at large. If the business be that of 
contracting, cOverage may be needed 
on some distant piece of construction 


work; if manufacturing, the insurance 
may be required on warehouse Or 
branch office staffs in a dozen States, 
cr on installation crews, salesmen anu 
others traveling from one end of the 
land to the other. Only recently the 
Chicago general agent of a casualty 
company found it necessary to work out 
compensation and liability coverage for 
one of his brokers on a risk ramifying 
throughout forty American States and 
several Cuban provinces—a_ problem 
which, had Illinois a monopolistic State 
irsurance fund, the administrators 
thereof would neither be expected, nor 
able, to solve. 
At Sacrifice of Service 

“In almost any other field of enter- 
prise many of these agent-managers 
would accumulate fortunes, yet their 
average net profits from compensation 
insurance rarely exceed 2% per cent. 
oi the premiums produced under their 
supervision, Naturally the State can 
eliminate them and their modest earn- 


ings. It can very easily replace them 
with public office seekers possessing 
but little knowledge of modern. busi- 


ness and vastly less knowledge of the 
complexities of casualty insurance. But 
it can only make this substitution at 
expense of a service which both em- 
ployers and employes have come to 
expect and demand, and which most of 
the former are entirely willing to pay 
a fair price for. Such service cannot 
be efficiently rendered except under 
competent direction, and this, the stock 
companies believe, can only be had at 
the hands of experienced general agents 
or district managers. 


Commercialism 


“Can you not plainly see, therefore, 
that the ‘commercialism’ which yOu de- 
ery in stock company compensation 
insurance consists almost wholly of an 
element (misnamed ‘acquisition cost’) 
Which vast numbers of intelligent em- 
ployers do not wish to have eliminated, 
and which no prudent employe should 
wish to have eliminated? That the 
State can eliminate it (even though it 
becomes necessary to amend its own 
constitution in order to engage in this 
purely commercial activity) goes with- 
out saying—but the question is, should 
ii? Under what existing or contem- 
plated plan of State insurance is the em- 
pioyer so certain to get the lowest rate 
consistent with the individual merits of 
his risk; the uninjured employe so 
well assured of =protection against 
accidents; the injured employe so sure 
to have his loss adjusted fairly and 
promptly? It is easy enough to elim- 
inate ‘profit’ from the proposition, even 
tv» a point where no one will profit 
except the office holders. 

“And when we come to the widows 
and orphans of those killed in industry, 
what security does the State give that 
their future pensions will be paid? You 
know as well as we that no State 
piedges a penny of its resources or 
credit for the payment of these losses. 
You know that the term ‘State insur- 
ance’ is the rankest kind of a misnomer, 
because the State itself actually in- 
sures nobody; that it merely operates 
a public mutual insurance association 
end often, too, without the restrictions 
and supervision with which 1t seeks to 
sefeguard the operations of private 
mutual associations. The stock com- 
panies, on the contrary, not only stake 
their good money on the fulfillment of 
their compensation obligations—wheth- 
er these mature next year or twenty 
vears hence,—-but they also employ the 
best actuarial and underwriting talent 
obtainable to make certain that their 
operations will be conducted in accord. 
auce with the principles of sound in- 
surance. so that there may be no doubt 
about their financial ability to meet 
those long deferred liabilities which are 
the outstanding feature of all compen- 
sation insurance. Talent of this order 
rarely seeks public employment, hence 
Siate-managed insurance funds = are 
usually found in the hands of those 


whose services are not in great de- 
mand with the established companies.” 


Attitude of Superintendent 

The Superintendent was impressed 
with the relatively high cost of trans- 
acting compensation business. He 
noticed that the agents and brokers 
had a good deal to say about the ser- 
vice and he was under the impression 
that that service was largely paid for 
out of their commissions; in the case 
of the broker, coming out of his 10 per 
cent.; in the case of the general agent, 
coming out of his over-riding. 

Further, upon examination of the 
elements that enter into the loading 
for compensation premiums he noticed 
that there was a considerable propor- 
tion of service element there, too, 
amounting in the aggregate to 10% per 
cent. for such items as pay-roll audits, 
inspections and claim investigation and 
settlement. Taking into consideration 
all of these elements it seemed to the 
Superintendent that the business was 
laboring under the burden of a duplica- 
tion of service. He thought if service 
is found in three places, and loadings 
are put everywhere to take care of it, 
which would make it natural that the 
premiums were over-loaded for expense. 


Graded Scale 


Mr. Webb, of Chicago, stated that the 
New York law provided benefits which 
were 74 per cent. in excess of the bene- 
fits under the Illinois law. A general 
agent’s commission in Illinois is 17% 
per cent. It is also 17% per cent. in 
New York State. Therefore, a plant 


which yields a premium of $1,000 in 
Illinois yields a total commission of 
$175 in that State. If the same plant 


were transferred to New York the com- 
mission of the general agent would be 
upward of $250. This brought Out what 
the Superintendent had in mind in 
recommending the graded scale of com- 
missions based upon the size of the 
premium. It is his contention that, 
other things being equal, the commis- 
sion for insuring a plant of a given 
size should be approximately the same 
for all States, irrespective of the 
benefits payable under their respective 
workmen’s compensation acts and the 
consequently higher rates charged in 
some States. The same would be true 
of commissions payable within a given 
State. Under the system of graded 
commissions the larger the risk the 
smaller would be the rate of commis- 
sion, although the actual number of dol- 
lars earned by the agent would increase 
with the size of the premium. 


Medical Attention 


The discussion revolved, too, around 
the increased cost of medical attention. 
Several instances were cited of exor- 
bitant physicians’ fees in workmen's 
compensation practice, and the Super- 
intendent expressed himself as being in 
favor of a thorough investigation to de- 
termine the cause of the alarming in- 
elease in the cost of this service. A 
number of instances have come under 
‘is personal observation, and he felt 
that unless the increasing cost tendency 
of medical aid were checked that the 
rates would have to be increased still 
further. 

There seemed to be a desire on the 
part of the brokers present that an in- 
vestigation of this kind be undertaken, 
but the matter was not developed fur- 
ther than the general syggestions made 
at the meeting. 
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PERFECT FRANKNESS 


Whiskey Has Prominent Place in 
Report of An Accident Received 
By F. & C. 


Reports of accidents under the com- 
pensation laws of the various States 
differ as much in style and intelligi- 
bility as the accidents themselves differ 
one from another. Sometimes it takes 
united and concentrated wisdom of the 


claim department to interpret them, and 
on occasions they have to be given up 
as a bad job. A report recently re- 
ceived, however, from an F. & C. as- 
sured in North Dakota affords no 
ground whatever for requesting any 
explanation or amplification, nor do we 
believe that there is much reason to 
doubt what the State Board’s ruling 
would be, if sought, on the question 
“compensable or not’’—that problem 
which no two Boards seem to decide 
alike on the same statement of facts. 
After setting out the customary details 
of the location of the assured’s plant, a 
lumber mill, and the name and age of 
the injured man, the report, says the 
“KF. & C. Bulletin,” reads as follows: 


Occupation when injured? 

Was getting drunk. 

Was injured employe doing his regu- 
lar work? 

No. 

If not, what work? 

Getting drunk. 

Describe in full 
occurred? 

He left our employ Dec. 2nd. Went 
to the lowest saloon town in Montana, 
got drunk, laid out in the open and 
froze his feet. 


how the accident 


State nature and extent of injury. 
Feet frozen, toes amputated. 
Name of machine, tool, appliance, 


etc., in connection with which the ac- 
cident occurred. 

A liquid sold in Deborgia in the name 
of whiskey. 

Hand feed or 

Hand fed. 

Part on which accident occurred? 

Head and feet. 

What guard, safety appliance or 
regulation in connection with this ma- 
chine is it possible to provide that 
might have prevented this accident? 

See State laws regulating saloons. 

What will be the probable length of 
disability? 

Lost 7 toes 


mechanical? 


3 months. 
STEAM BOILER LAW 

A bill was adopted by the Senate of 
the State of Connecticut providing that 
every mutual insurance company of 
this or any other State, insuring against 
loss by the explosion of steam boilers, 
tanks or other receptacles under pres- 
sure, etc., shall maintain a premium 
reserve on all policies in force, whether 
issued in this State or elsewhere, equal 
to the unearned portion of the gross 
premiums charged for covering the 
risks. 


ICE STORM INSURANCE WANTED 

Residents of Winchester, Va., have 
thought that they could recover through 
fire insurance on property losses due 
to the recent snow and ice storm in the 
Valley, says the Staunton, Va., “News.” 

The loss was the result of the com- 
bired weight of the snow and ice and 
eculd not be classified as a tornado or 
hail storm. 


Fund has sued one R. E. Wright, a 
jitney bus driver, for $2,098. Over a 
year ago Wright ran over a man at 
Fourth and Market streets with the 
result that the Compensation Fund al- 
lowed him a claim in the above amount. 
It now seeks to recover from Wright 
the money disbursed. It is the first 
time that this action has been taken. 


ae 
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THE SUCCESSFUL SALESMAN 


He Should Have Something to Say, 
Say It and Stop Talking, Says 
Illinois Life Man 


O. H. Gabel, manager of the Corn Belt 
Agency of the Illinois Life has made 
the following comments on salesman- 
ship: 

First of all, you must be eager to 
know all there is to learn about life 
insurance, and when you know that you 
only know one-fourth of the business; 


the other three-fourths is to know 
human nature in general, and your 
prospect’s in particular. Every man 


has some “sore” spot. Be careful not 
to touch it. Apologize and pour salve 
and you are at once branded as a 
“boob”! 

You must be in just the right frame 
of mind—confident and hopeful—when 
you go for an interview, because mental 
attitudes are contagious; you must be 
diplomatic in broaching your subject as 
you know “there are some cows you 
have to approach from the side and sav 
‘So-Boss’ in your most dulcet tones.” 
Being once launched on the subject, you 
must possess the courage of your con- 
victions and be prepared to overcome 
the prejudice of those who possess n» 
convictions. 

You must have judgment—‘“A real 
salesman is one part talk and nine 
perts judement, and he uses the nine 
parts of judgment to tell when to use 
the one part talk.” 

You must know the three rules which 
should regulate every business con- 
versation: 1. Have something to say. 
2. Say it. 3. Stop talking. 

You must be able to recognize and 
seize the psychological moment for clos- 
ing your sale, and then with great tact 
close it with accuracy and dispatch be- 
fore your prospect has time to vacillate 
in his decision. 

Besides all this, you must have un- 


PRICE OF GLASS JUSTIFIED 


So Says President of New York Com- 
pany Who Believes Premiums 
Should Be Increased Also 


That the increase in the price of glass 
which is expected to take effect April 
1 is justified by the supply and demand 
equation of present conditions is the 
Statement made to The Eastern Under- 
writer this week by the president of one 
of the New York companies. He said, 
however, that an analysis of the an- 
nual statements of the companies shows 
that the average increase in loss ratios 
has been in the neighborhood of 65 per 
cent. He says in view of what these 
figures show he cannot understand why 
four of the twenty-four companies oper- 
ating in New York City have refused to 
take part in an effort to bring about an 
increased rate. 

Perils of Compensation 

In 1912 there were 40 companies 
writing liability and compensation in- 
surance. By the end of 1916 six com- 
panies had discontinued compensation, 
namely: The American Fidelity, Casu- 
alty Company of America, Fidelity & 
Deposit, Kansas City Casualty, London 
& Lancashire Indemnity, Massachusetts 
B. & I. Three were merged, namely: 
Missouri Fidelity & Casualty, Pruden- 
tial Casualty, Southwestern Surety. Two 
were in process of liquidation, namely: 
New England Casualty Co. and New 
England Equitable Insurance Company, 
Pacific Surety Company. Three were 
in receivers’ hands, namely: Common- 
wealth Bonding & Casualty, Union 
Casualty, Pacific Coast Casualty. 


bounded enthusiasm for your calling and 
follow it with diligence, xeeping ever- 
lastingly at it. Some pretty good imita 
tions have come to one’s notice but as 
yet we have found nothing that will 
pass as a substitute for steady, persist- 
ent work. 

The difference between a drone an! 
a worker is that the former waits for 
his to come by inspiration and the lat- 
ter gets his by perspiration. 

The trouble, too, with many is that 
they cannot stand success. It goes to 
their heads and they lose their sense of 
proportion. If the morning’s work has 
proven lucrative, is that an excuse to 
loaf in the afternoon? In doing so you 
cheat only yourself! You need not put 
yourself out to keep up the law of aver- 
ages. It will take care of itself. When 
business is brisk is a good time to force 
it—to off-set the time when business is 
dull. Don’t do just enough! Don’t get 
lazy! Be your own boss, and your own 
time clock, and have regular hours for 
your own character's sake if for nothing 
else. 

Furthermore, do not be content to 
rest on past laurels. The man who 
spends his time bragging about what he 
has done is the very one, if the truth 
were known, who couldn't sell a drink 
of water in the Sahara Desert. 

Work in the “Eternal Now”! 

Finally—-be honest, “This above all, to 
your own self be true, for thou canst 
not then be false to any man.” Blessed 
is the conscientious hustler, he has no 
regrets, and we assure you that when 
you have done your best your mistakes 
will be written in water. 


Sail the Seven C’s 

We see then that there are many ac 
cidents in the field, but success is not 
one of them. We see, that to be a good 
salesman one must sail the seven C’s 
Common sense, Caution, Courtesy, Con 
sideration, Candor, Competency and 
Conscience. 

The busy man has no time to worry 
or complain. 


These facts have led the Fidelity & 
Casualty Co. in its “Bulletin” to agents 
to say: 

“The old adage ‘Experience is the 
best teacher,’ certainly applies to the 
liability companies in this country 
writing workmen’s compensation in- 
surance. It was hoped three years ago 
that the liability managers might profit 
by the experience of the foreign coun 
tries and eliminate some of the steps 
ing the evolutionary process, thereby 
reducing the time in which the com- 


panies could reach an adequate rate 
basis. 
“We believe that some managers 


understand clearly the gravity of con- 


ditions now existing in workmen’s 
compensation affairs, also that some 
other managers and some _ public 


officials do not comprehend the gravity 
of these conditions, directly attribut- 
able to inadequate rates. Having done 
our utmost to induce the establishment 
of adequate rates and having failed, 
we may only hope that the period of 
underwriting loss shall be short, that 
the waste may not be as enormous as 
we fear it will be, and that sounder 
judgment may soon control the minds 
of rate makers.” 
* * a 


A bill was adopted by the Connecticut 
Senate which provides that insurance 
ccmpanies writing compensation insur- 
ance, report to the compensation com- 
niissioner of the district in which an 
employer is insured and the com- 
missioner in each district in which 
such employer employs labor, the name 
of the person or corporation insured, 
the day on which the policy shall be- 
come effective, and the date of its 
expiration. 





W. E. SMALL, President PETER EPES, 


ACCIDENT and HEALTH 
PLATE GLASS 
BURGLARY 


Casualty | 


A Company Devoted 
to Service 


Hoine Office: 






Surplus and Reserves over $1,400,000, 


19 
Agency Mgr. E. P. AMERINE, Secretary 
g or 2, LIABILITY 
\ ,4 COMPENSATION 
ey AUTOMOBILE 


Company 


A Company looking 
to the interests of its 
Representative 


Macon, Georgia 








INSURANCE CO. 
HOME OFFICE, 


Russell R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


OF NEW YORK 
47 CEDAR STREET 


Alonzo G. Brooks, Ass’t Sec. 








Annual Statement, 
BOE 5000000000 bored erresestonsesons 


ee POR 

Losses paid to December 31, 1916... 

This Company issues contracts as follows: 
Health, and Disability Insurance; Burglary, 
Insurance, Liability Insurance—Employers, | 


Damage), Automobile (Personal Injury, P: 


surance; Fly-Wheel Insurance. 


The Fidelity and Casualty Company of New York 
"saadina diheedl Wiieertions. 


BREED ccuvcucusocedconssooesceses ; 
Surplus over all liabilities.......... : 


Druggists, Owners and Landlords, Elevator, Workmen's Compensation—Steam Boiler In- 


December 31, 1916 


Fidelity Bonds; Surety Bonds; 
Larceny, and Theft Insurance; 
*ublic, 
operty 


Accident, 
Plate Glass 
Teams (Personal Injury and Property 
Damage and Collision), Physicians, 








HEAD OFFICE 


CHICAGO 


F. W. LAWSON 
General Manager 


Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


OF LONDON, 





THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


F. J. WALTERS 
Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
New England 


ENGLAND 








sued a 
The principal sum of the policy is $65,- 
000, accumulating to $7,500. 
$25 weekly indentmity for 52 weeks. It 
is issued to male and female risks alike | 
for $5. 


FRANKLIN-COMMERCIAL COVER 


The Commercial Casualty Company 
makes the following announcement 
relative to automobile insurance: 


We take pleasure in announcing 
that arrangements have been ente 
ed into with the Franklin Fire In 
surance Company of Philadelphia, 
whereby agents and brokers will 
be enabled to secure fire and theft 
coverage at any of our branch 
offices or agencies in connection 
with our automobile liability pol 
icies 

The Franklin Fire is one of the 
oldest and best-known fire compan 
jes in America, and this arrange 
ment has been made for the pur 
pose of facilitating the placing of 
business by the broker by enabling 
him, in one transaction, to secure 
complete protection for his as- 
sureds. 


vg 
Casualty has _is- 
policy. 


The Commercial 


new travel accident 


It pays 


| BIG 


NO CLAIM FOR INSURANCE 

And talking of freak fires The East- 
ern Underwriter heard this week of an 
elevator man in the Firemen’s Insur- 
ance Company's building in Newark who 
is wearing a plaster on his neck. In- 
vestigation disclosed that a playful ten- 
ant had lighted a cigarette in the ele- 
vator and placed the half-burned match 
on the operator's collar. Unfortunately 
it was made of celluloid No claim 
was made under the policy covering 
employes of the building 


A. E. Williams has opened an insur 
arce office at 124 West Main Street, 
Wilkes-Barre, Pa., to handle life, fire, 


accident, compensation and automobile 


insurance 





WRITERS 


| 
READ 
THE EASTERN UNDERWRITER 
Each Week for New Ideas 





DO YOU? 


Subscription $3 a Year 
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The Columbian National Life Insurance Company WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 


BOSTON, MASSACHUSETTS ance Company of New Hampshire for $5,00c under the Company’s Triple 


Indemnity Plan, what does your Policy guarantee to do? 
ARTHUR E. CHILDS, President ANSWER: 


FIRST, it guarantees that in case of death from any cause, $5,000, the face of the 





The Agents’ Winning Combinati POSECOND, that i f death f ACCIDENT, $ DOUBLE 
, that in case of dea rom any » $10,000, or the 
. _— . gg tad sepgpeuninnceitet _ THIRD: that) ey oo h f: SPECIFIED id $ T E 
, that in case of death from certain accident, $15,000, or THREE 
LIFE—ACCIDENT AND HEALTH—INSURANCE TIMES the face of the Policy, will be paid. 
BUT THIS IS ~y _— on Accident “er a ee oe ey ~ guar- 
. : HH antees that in case of total disability as a result of accidental injury, the Company 
Covering Permanent and Total Disability, will pay direct to YOU at the rate of $50 PER WEEK during such disability, but not 
and Weekly Indemnity for loss of time to exceed 52 weeks, after which the weekly indemnity will be at the rate of $25 PER 


WEEK throughout the period of disability. Can insurance do MORE? And why 
should any man be satisfied with a policy that would do less? The cost is low. 


. 9 . . . eo. Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
The Policyholders Winning Combination North Carolina, South Carolina, Tennessee, Georgia, Delaware, Maryland, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 

Guaranteed Cost and Good Service 


United Life and Accident Insurance Co. 


FOR AGENCIES AND SPECIMEN POLICIES, ADDRESS THE COMPANY Home Office, United Life Building - Concord, New Hampshire 
7 

e ] gs . . . 

American Central Life In addition to the ordinary forms of life insurance 


Insurance Company THE EQUITABLE 


INDIANAPOLIS. INDIANA makes a specialty of the following: 


Insurance to protect business firms and corporations. 






































Established 1899 Group Insurance, by which employers protect families of employes. 





, P A flexible contract which can be converted by the Insured into 
All agency contracts direct with the company an Ordinary Life, Limited Payment Life, or Endowment Policy. 





A Bond giving the investor an income for his declining years. 
Address: 


A new policy is offered under which the insurance is 
HERBERT M. WOOLLEN, President DOUBLED if death results from ACCIDENT. This policy 
also embodies the following advantages if the person whose 
life is insured becomes totally and permanently disabled: 

















1. Thereafter the Equitable will carry the insurance 
—tThe Insured will have nothing further to pay. 

2. The Equitable will pay the Insured an annual income 
for life equal to one-tenth of the face of the policy. 

3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


ee ee Se) On ee ee 








Nerrerrrtrttirerte 


TELEPAONE ( CamaL 
Connecting | Atte 


Jos. D. BOOKSTAVER 


76 William St., see 230 Grand St. 


(See the policy for conditions and details.) 


For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 





General Agent 
Tue Traverens Insurance Co. New York 
ef Harttord, Conn 
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| San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


| 
Over $152,000,000.00 


Losses Paid in the United States 


Liverpool 

amo London 
ano Globe 
Insurance Zo. 


CIMICED 


a eaientineaeeael ——— (en ee ~- 
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HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mer. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 








U. $. Cash Assets, Dec. 31, 1916 $15,827,439.35 
Surplus, - + «+  « §,460,745.59 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire,1904 —1,051,543.00 


NEW YORK OFFICE 
80 William Street 
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